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Brower Calls For 
Recognizing A&S 


Business Limits 


Tells HIA Group Men Insurers 
Must Determine Point Where 
Government Should Step In 


By WILLIAM MACFARLANE 


NEW YORK—One of the earliest 
goals of the health insurance business 





Millard Bartels Horace W. Brower 


should be to establish the point beyond 
which it cannot go in providing health 
coverage for the American people, and 
thus at the same time establish the 
point where government should step 
in and properly start its program of 
health insurance. _ 

This was part of one of two calls for 
immediate action in the health insur- 
ance industry’s opposition to a compul- 
sory government program that served to 
enliven the group insurance forum of 
Health Insurance Assn., meeting here, 
by Horace W. Brower, president of Oc- 
cidental of California, in his speech 
which closed the three-day work ses- 
sion. 

The other call came from Arthur H. 
Motley, president of U. S. Chamber of 
Commerce and publisher of Parade 
magazine, who said that proof of the 
fact that insurance companies have not 
been doing an adequate job in covering 
those over 65 can be found in the fact 
that the federal government is prepar- 
ing to move into the vacuum which 
should have been filled long ago by 
private companies. 

Keynoter for the meeting was HIA 

(CONTINUED ON PAGE 21) 


Republic Of Dallas Will 
Have 2 For 1 Stock Split 


A 2 for 1 stock split and a 1 for 15 
stock dividend have been approved by 
stockholders of Republic of Dallas. Par 
value will change from $10 to $5 a 
share and there will be 960,000 shares 
outstanding. Additionally, a cash divi- 
dend of 20 cents (4%) was voted, with 
all dividends payable Feb. 24 to stock 
of record Feb. 10. 

On the preferred stock, a 1% divi- 
dend of $1 a share on the 4% preferred 
stock will be paid March 28 to stock of 
record March 14. 

Republic last year earned $4.61 a 
share before taxes and $3.05 after taxes. 
Assets of Republic and Vanguard total 
$51,823,795. Republic had a combined 
loss and expense ratio in 1960 of 93.9%. 


Sabena Crash May 


Cost $7 Million, 
Market Jolted Again 


The crash of the Sabena Airlines 
Boeing 707 jet near the Brussels Air- 
port, where it was bound, will cost 
the insurers more than $7 million, ac- 
cording to early estimates. The crash 
killed 73 persons. The accident oc- 
curred in clear weather and in sight of 
the airport control tower. 

The hull value is estimated by un- 
derwriters at $5 million and, along 
with the liability, was in Belgian in- 
surers and in London, with some re- 
insurance in the U. S. market. This 
was an international flight, to which 
the Warsaw Convention limit for 
death (less than $9,000) would apply. 
This would place a limit on the total 
recovery for deaths at $657,000. How- 
ever, an early check showed that trip 
accident coverage purchased by indi- 
viduals on the plane would cost one 
of the trip accident markets $800,000, 
another $300,000, with other such mar- 
kets still to report and individual com- 
mercial coverages and group not esti- 
mated. The estimate of cost to insur- 
ers for all accident coverage is nearly 
$1.5 million. 

The aviation insurance market has 
taken aé_ severe belting in recent 
months as the result of hull crashes 
and deaths at Boston, New York 
(where two big planes collided, a 
Mexican jet was destroyed, and a jet 
crashed on training flight), and else- 
where. 


Fire Losses Rise 
26% In January 


Fire losses in the United States 
during January amounted to $117,- 
252,000, an increase of 26.1% over 
January, 1960, according to National 
Board. It was an increase of 15.1% 
over December, 1960, and was the 
largest monthly fire loss total in more 
than two years. 


Passage Of Kennedy 
Health Measure Seen 
Not Likely In 1961 


By WILLIAM MACFARLANE 


How do health insurance men view 
their chances in the coming legislative 
battle over social security-financed 
health insurance for the aged that 
was kicked off this year in President 
Kennedy’s message to Congress? Gen- 
erally speaking, they think the fight 
shows every sign of being an extremely 
tough one, but far from hopeless and, 
as stated by Robert R. Neal, general 
manager of Health Insurance Assn., 
just before the administration program 
was introduced, it is “quite possible” 
that the President’s measure will not 
be voted on. by Congress this year. 

Health insurance spokesmen point 
out that resistance to the program ap- 
pears to be developing from a variety 
of sources, some unexpected. 

A UPI dispatch out of Washington 
the day after the Kennedy program was 
introduced quoted one liberal senator 


who, upon seeing the cost of the 
proposed measure, commented only 
“Wow!” 


Rep. Mills, chairman of the House 
ways and means committee, let it be 
understood over the weekend that he 
would not introduce any bill that would 
embody the social security method dur- 
ing this year’s session of Congress. 
Insurance people are quick to note, 
however, that Chairman Mills cannot 
stall introduction, but his opposition 
won’t hurt, and could well help their 
cause. 

Furthermore, despite the very great 
number of hearings Congress has held 
on the subject in the past, it will still 
insist upon its legislative prerogative 
and hold new hearings this year. If 
this estimate is correct, the bill should 
hang over to next year’s session, the 
traditional time for new social security 
legislation. 

Mr. Neal, in a speech at the west- 
ern regional meeting of Health Insur- 

(CONTINUED ON PAGE 21) 








Election night at Chicago chapter of American Society of Insurance Man- 
agement: Frank A. O’Shaughnessy, Container Corp. of America, retiring pres- 
ident; Paul Kipp, U. S. Gypsum, new president; Kenneth Haelsig, Celotex 
Corp., vice-president; Ann Auerbach, Goldblatt Bros., secretary, and Geoffrey 
J. Burns, Continental Illinois National Bank, treasurer. Miss Auerbach and Mr. 
Burns were reelected to posts they have held for some years. 


Continental Volume 
Near $551 Million; 
Other New Records 


High Operating Gain Is 
Recorded Despite Rise 
In Underwriting Losses 


America Fore Loyalty companies’ 
written premiums in 1960 surged to 
$550,956,967 from 
$537,689,174 in 
1959. The under- 
writing loss was 
up to $33,935,435 
from $31,546,940. 
Noting that this 
result did not live 
up to midyear ex- 
pectations, J. Vic- 
tor Herd, chair- 
man, attributed the 
rising losses pri- 
marily to Hurri- 
cane Donna and to 
commercial air crashes in October at 
Boston and in December at New York. 


Surplus At $800 Million 


Unearned premium reserve _in- 
creased $19,260,285 in 1960 against a 
rise of $32,587,887 the year before. 
Policyholders surplus was at a record 
$800 million, up from $795,593,084. 

Ratio of losses and loss expenses to 
earned premiums was 66.3 and ratio 
of other expenses to written premiums 
was 38.7 compared with 64.9 and 38.8 
in 1959, respectively. 

Investment income for domestic 
companies of the group, after elimina- 
tion of inter-corporate duplications, 
rose by $2.6 million to $44 million. 
Operating gain was $10,019,348, up by 
$200,000 from 1959. This figure does 
not include capital gains of $15 mil- 
lion on security transactions. 


Assets Now $1.64 Million 


Assets of the domestic companies of 
the group increased by $56 million in 
1960 to reach $1.64 billion, with se- 
curities on a market basis. 

Mr. Herd noted that Continental 
raised its dividend by 10% in De- 
cember, 1960. The company paid $2.05 
during the year. After adjustment for 
the effect of two stock dividends and 
a stock split, the December increase 
in dividend was the seventh increase 
paid to stockholders since 1950. 





J. Victor Herd 


Va. Agents Now Allow 
Mutual Representation 


Virginia Assn. of Insurance Agents 
at a special meeting changed its con- 
stitution and by-laws to permit mem- 
bers to represent mutual companies. 
They must, however, also represent 
stock insurers. 

H. H. Coiner, Arlington, association 
president, said the change was made 
in recognition of current marketing 
conditions. More than 90% of the 
members at the meeting voted for the 
proposal. 
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When Adjuster Fails In Fundamentals, 
Thats When NACCA Gets The Case 


Surprisingly candid advice from a 
NACCA to casualty adjusters on what 
they can and should do if they want to 
steer clear of lawsuits was offered at 
the seminar of Michigan Adjusters 
Assn. at Frankenmuth by Robert A. 
Collins of Weiss, Damm & Collins of 
Flint. Mr. Collins is secretary of 
NACCA in Flint and he admitted his 
appearance at an adjusters’ meeting 
and the subject of his talk were un- 
usual, but he explained that both the 
NACCAs and the adjusters have a 
common stake in the preservation of 
the negotiation process. “If the bulk of 
personal injury claimants are not fair- 
ly and adequately compensated 
through the orderly processes of nego- 
tiation, and we are required to rely on 
the vicissitudes of jury verdicts, we 
may well see the advent of a state- 
controlled arbitrated award,” said Mr. 
Collins, adding that this would con- 
stitute an additional “bureaucratic in- 
vasion” of both professions and would 
be a distinct threat to the adjusters’ 
livelihood and his own. 

Mr. Collins drew on his own person- 
al injury case files from the past five 
years to illustrate and bulwark his 
comments. Many of his suggestions 
went to the fundamentals of casualty 
loss adjusting, but he said failure to 
observe the fundamentals is the most 
frequent reason for a normal claim 
turning into a lawsuit, and that is the 
most costly and the least desirable 
method. 

Adjusters would be astonished to 
learn the extent to which clients dis- 
cuss with lawyers their previous re- 
lationships with adjusters, Mr. Collins 
said. His talk follows in detail: 

Do not fail to contact the claimant 
immediately. This may seem like trite 
advice because it has been given so 
often, but it’s good advice. Some of 
my largest fees have come from cases 
where claimants informed me _ that 
they sat home with a sore neck, a 
broken leg or facial scars for a week 
or more, waiting day after day for the 
adjuster’s visit. 

Personal injury claimants are per- 


-_— 


Cal. Farmers Consider 
Strike Insurance 


California farmers are considering 
strike insurance, one of the facets in a 
two-year-old struggle with two AFL- 
CIO unions who are attempting to or- 
ganize the state’s 500,000 migrant work 
force, the daily newspapers there re- 
port. One paper noted that a reciprocal 
will handle the insurance, which is 
expected to cover the calendar or crop 
year and will be available by March. 
Premium figures were not given. 

The two internationals involved are 
Agricultural Workers Organizing Com- 
mittee and United Packinghouse Work- 
ers of America. They have received 
nearly $350,000 for the project from 
AFL-CIO since the movement began 
in 1959, according to John V. Newman, 
president California Council of Grow- 
ers, the farmer group involved. He said 
the insurance will prevent farmers 
from losing their production costs in 
the event strikes prevent the harvest 
of crops. 





Sayre & Toso, has been appointed 
by Crum & Forster to represent North 
River Underwriters as general agent 
for fire and allied lines in California 
and Nevada. 


haps the most worrisome people in the 
world. They need assurance that they 
will eventually be taken care of and 
they need that assurance fast! Aside 
from establishing a firm and friendly 
relationship with claimant, the adjuster 
may gain an added bonus by contacting 
claimant immediately. He will gain 
investigative information which prob- 
ably will be available at no other time. 
Within a matter of weeks, even days, 
autos are repaired, witnesses leave 
town, or they may suffer severe lapses 
of memory. My observation is that I 
rarely have cases involving certain 
companies whose claim supervisors 
really enforce the immediate contact 
rule. 


Urges Frequent Followups 


Don’t fail to make frequent follow- 
up contacts. 

In addition to being the proverbial 
“worry-wart,’ most claimants seem 
addicted to the idea that they are neg- 
lected. After the first contact, unless 
written statements or the like are re- 
quested, regular and frequent tele- 
phone contacts should be made. When 
you tell a claimant that you will con- 
tact him or her on a certain date, fail 
to do so at the peril of losing this 
claimant entirely! I recall an inter- 
view with a young business man, who 
informed me that he had arrived at an 
agreement with the adjuster to settle 
his claim for injuries for $3,000. This 
agreement climaxed a well conducted 
negotiation on the part of the adjuster. 
He was to have delivered the draft on 


a certain Tuesday evening. Through 
oversight, he failed to do so, and when 
I called the adjuster two days later 
to inform him of my interest in the case 
he was, to say the least, thunderstruck. 
His company was also somewhat thun- 
derstruck when, some four months 
later, they authorized a draft made 
payable to myself and my client in the 
amount of $4,900. This delay of only 
48 hours was an expensive one for the 
company involved! 

Be honest and sincere, but don’t 
overtalk, overstay your visit, or be- 
come too familiar with claimant. 

A serious injury case arrived in 
my office because after an entire year 
of adjusting a claim, the claimant was 
informed by the adjuster that the pol- 
icy limits were only $5,000. Claimant 
had made a quick check with his agent, 
who informed him that 10/20 limits 
were the minimum then allowed by 
law. 


Brief Visit The Rule 


A brief, friendly visit should be the 
rule. Overtalking and _ overstaying 
seems to produce distinct reactions on 
the part of a claimant: He deduces that 
his claim must be more serious than it 
appears to be or else it would not be 
discussed interminably, and he becomes 
irritated at having his time wasted. 

Be firm, professional and friendly 
but don’t become “buddy-buddy” with 
the claimant. Not very long ago, a case 
arrived in my office because the ad- 
juster who arrived at claimant’s house 

(CONTINUED ON PAGE 22) 
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Complete Program 
For Lecture Series 
On Reinsurance 


The program of lectures by au- 
thorities in several fields of reinsur- 
ance planned by Edgar C. Werner, 
vice-president Pritchard & Baird, New 
York reinsurance intermediaries, for 
the course he is giving in reinsurance 
at the School of Insurance Society of 
New York, has been completed. The 
lectures will be in addition to the reg- 
ular analysis of reinsurance contracts, 
aspects of contract preparation, un- 
derwriting, and markets. 

Walter F. Coleman, vice-president 
Reinsurance Corp. of New York, will 
deal with fire excess Feb. 27; Wil- 
liam F. Charles of Carpinter & Baker, 
New York reinsurance intermediaries, 
ocean marine, March 6; H. J. Lender 
Jr. of Excess & Treaty Management, 
bonding March 27. 

Also, Raymond A. Burke, vice-presi- 
dent of North American Reassurance, 
life reinsurance, April 3; John A. 
Sellon, vice-president American Re, 
casualty reinsurance, April 10, and 
Douglas M. Horne, a director and chief 
aviation underwriter B. D. Cooke & 
Partners Ltd., London, aviation rein- 
surance, April 17. 


IAHU Board Asks Study 
Of Care Program Costs, 
OASI Method Opposition 


Directors of International Assn. of 
Health Underwriters, in resolutions 
adopted at a meeting at Chicago, urged 
that proposals to attach health care 
to social security be resisted and that 
a study of costs for a federal program 
be made before any legislation is en- 
acted. 

The board agreed that burdening 
the social security system with health 
care expenses would bankrupt the 
system, and they proposed that efforts 
be made to solve the problem of fi- 
nancing through existing mechanisms 
of personal savings, insurance and 
direct public assistance. 

It was resolved that, whereas both 
the Forand and Kennedy proposals in- 
volved immense outlays, a bi-partisan 
study of the projected costs of any 
federal program be made before Con- 
gress considers it. 

In another resolution, the directors 
objected to using the word insurance 
in connection with social security be- 
cause none of the 16 million people 
now over 65 have or ever will con- 
tribute to a fund to provide them with 
federal health care benefits. 


Plaintiffs Gain In Chicago 


Plaintiffs were winners in only three 
of eight personal injury cases decided 
in Chicago courts last week, Cook 
County Jury Verdict Reporter states. 
That brings the total from Sept. 1, 1960, 
to 151 decisions for defendants, 130 for 
plaintiffs, while 17 were deadlocked. 

Last week, Chicago juries awarded 
$35,595 in damages, bringing the total 
from Sept. 1 to $1,863,917. 


Unauthorized Insurance Unit 

The unauthorized insurance com- 
mittee of National Assn. of Insurance 
Commissioners will meet April 14 at 
the Sherman Hotel, Chicago, to hear 
reports of the industry advisory com- 
mittees and consider the third draft of 
a proposed bill. Magnusson of Minne- 
sota is chairman of this group. 
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Agent-Company Parley 
Conducted At Chicago 


About 60 agents and fire company 
executives were on hand last week for 
the annual Midwest Conference Com- 
mittee meeting at which exchanges of 
views on forms, coverages, and rates 
were offered in the interest of improv- 
ing the fire business. 

Agents were on hand from 15 states 
in Western Actuarial Bureau territory 
with George A. Timm, Kenosha, acting 
as chairman. The company side was 
headed by John Hommes, manager 
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Western Actuarial Bureau, and Rush 
W. Carter, Aetna Fire, head of the 
WAB executive committee. Kent H. 
Parker, general manager Inter-Region- 
al Insurance Conference and former 
manager of WAB, also was in at- 
tendance. 

The conference is the oldest effec- 
tive meeting of agents and company 
men, and has produced such recent 
developments as extension of business 
interruption coverage beyond the 
time required to restore property, in- 
clusion of all dwelling rates in the 
same schedule, extension of published 


average rates from one to three years, 
etc. Not all matters are acted on, but 
the agents, who present most of the 
items on the agenda, are at least given 
the opportunity of airing their views 
and testing the company reaction. 


Greenberg Named Director 


American Home has elected Maurice 
R. Greenberg a director. Mr. Green- 
berg, who became a vice-president of 
C. V. Starr & Co. early this year, was 
formerly vice-president of Continental 
Casualty. 





SERVING MID-AMERICA 


ile Bere. 


INSURANCE COMPANY 
175 West Jackson Boulevard, Chicago 4, Illinois 


FINANCIAL STATEMENT AS OF DECEMBER, 1960 


burs 
Cash in Banks and office 
U.S. Government Bonds, 
Notes and Certificates 
U.S. Treasury Bills 
State and Municipal Bonds.. 
Preferred Stocks .... 
Common Stocks 
Premiums in Course of 
Collection, Net 
Interest Due and Accrued... 
Due from Reinsurance Companies 


Reinsurance Deposits 


TOTAL ADMITTED ASSETS 


“of at's hard to place’’ 
KurRT HITKE & COMPANY, INC. 


QUOTE 
BROKER 


AGENT 


175 West Jackson Blvd. 
1776 Peachtree St. NE, Atlanta Ga. 
601 Munsey Bldg., Baltimore, Md. 


, Chicago 4, Ill. 


. Assets 


$1,259,112.97 


989,993.76 
98,784.00 
653,055.14 
16,500.00 
191,234.00 





Unauthorized Companies ....... 66,625.27 

178,335.07 Reserve for all Other Liabilities...... 46,037.26 

15,888.44 TOTAL LIABILITIES ...... $2,867 ,561.93 
285.094.81 SURPLUS TO POLICY- 

neues HOLDERS ............ 822,914.38 

2,478.12 ' siansuaaedeanonan 

rOTAL LIABILITIES 
$3,690,476.31 AND SURPLUS ........ ...$3,690,476.31 


Managing General Agents 


WILL 


ANY 


e Fire 


OR 


e Excess 





Taabilities . . . 


Reserve for Losses........................- 
Reserve for Loss Adj. Expense... 
Reserve for Accrued Expenses, 

TAKES. C00. ..:... 
Funds Held by Company 

under Reinsurance Treaties..... 
Reserve for Unearned Premiums.. 
Reinsurance Due from 


e Liability Risks 
‘e@ Workmen’s Compensation 


e Automobile 
(commercial, public, private) 


430 N. 5th St., Springfield, 11. 
693 NE 79th St., Miami 38, Fla. 


$1,323,838.32 
233,618.51 


98,147.89 


134,514.68 
964,780.00 
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1960 A Year Of Gains 
For Midland National 


The 1960 annual statement of Mid- 
land National of Chicago shows a 
surplus to policyholders of $822,914, a 
gain of $80,053 despite an increase 
during the year in the unearned pre- 
mium reserve of $305,055. The com- 
pany showed net underwriting income 
of $1,552 and an investment income 
was up $40,000 to $124,702 

Direct premiums of Midland Nation- 
al last year were $4,905,662, an in- 
crease of $800,000 from $4,102,140 in 
1959. The earned premiums went from 
$1,595,430 in 1959 to $2,119,117. The 
loss ratio went down three points 
from 53.3 to 50.9, the incurred losses 
in 1960 amounting to $1,079,247. In 
1959 incurred losses were $850,424. 

At Dec. 31, Midland National had 
assets of $3,690,476. At the end of 1959 
the figure was $2,932,840. 


Won't Set Aside $185,000 


Default Judgment In Mich. 


KALAMAZOO—Judge Fox of cir- 
cuit court has refused to set aside a 
$185,000 judgment against the county 
road commission growing out of an 
accident involving a county truck. 

Auto-Owners of Lansing, the com- 
mission’s insurer, has denied liability 
on the ground that no notification of 
suit was filed by the commission. 
Commission spokesmen have contend- 
ed notification was given by telephone 
but counsel for Auto Owners contends 
there is no existing record of notifi- 
cation. The claim filed by the plain- 
tiffs, Mr. and Mrs. Jacob C. Round- 
house, went undefended to default 
judgment. Roundhouse is a local con- 
tractor. He was awarded $125,000 
damages for injuries and Mrs. Round- 
house $60,000. 

Road commission attorneys sought 
to have the judgment set aside and 
a new trial granted. Judge Fox ruled 
that such action could be taken only 
on a showing of fraud or irregularities. 
No showing of this nature was at- 
tempted by the commission. 

The Roundhouses’ car was allegedly 
rammed from the rear by a commis- 
sion gravel truck Oct. 2, 1957. Auto- 
Owners admitted there had been ne- 
gotiations over the resultant damage 
claims but denied knowledge of the 
actual filing of suit. 


St. Louisans Honor Crandall 


ST. LOUIS—William H. Crandall, 
resident manager of Aetna Fire, who 
assumes new duties as assistant man- 
ager of the western department at 
Chicago on April 1, was honored by 
nearly 150 members of the industry at 
a luncheon here in his honor. Ray R. 
Dolan Jr., chairman Independent In- 
surers Council, presented a plaque to 
Mr. Crandall. Speaking in apprecia- 
tion for Mr. Crandall’s contributions 
to the business were: Charles W. De- 
Witt, Insurance Board of St. Louis; 
W. Stanley Stuart, St. Louis Life Un- 
derwriters Assn.; Alphonse Rengel, 
Associated Insurance Agents & Brok- 
ers; M. H. Sehnert, Blue Goose; P. W. 
Pruess, Surety Underwriters Assn.; E. 
K. Musgrave, Casualty Executives 
Assn.; W. H. Klosterman, Fire Field 
Men’s Assn.; H. A. Kuehner, Insurance 
Brokers Assn.; G. R. Schoen, Order of 
Cat’s Meow, and John R. Dixon, steer- 
ing committee of insurance all indus- 
try group for legislation in Missouri. 

Rush W. Carter, vice-president and 
manager of Aetna’s western depart- 
ment, expressed his appreciation at 
getting a man of Mr. Crandall’s ability 
as his associate in Chicago 
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EMPLOYERS REINSURANCE CORPORATION 





STATEMENT OF ASSETS AND LIABILITIES 
DECEMBER 31, 1960 AND 1959 


1960 





Cash in Banks and on Hand 

Bonds: 
United States Government................ 
Canadian Government................. 


State, County and Municipal.................. 
Total Bonds 


Stocks ...... 
Premiums in Course of Collection (not over 90 days). . 
Securities Deposited Under Reinsurance Treaties .. . . 


Interest Accrued and Other Admitted Assets. ......... 


‘Fetal Aeoiand Anais 0:6 scca aie eens 


$ 4,937,141.97 


22,145,519.87 
1,247,877.26 
47,880,570.70 
71,273,967.83 


17,245,922.70 
812,483.13 
1,550,620.15 
933,782.96 
alae 





LIABILITIES, CAPITAL AND SURPLUS 


Reserve for Claims and Claim Expense. .. . 
Reserve for Unearned Premiums......... 
Funds Held Under Reinsurance Treaties. . 
Reserve for Commissions, Taxes and Other Liabilities. . 


ER OTTER ee eS LOTT ETTT 
Voluntary Special Reserves. ..............00 eee 
Capital 
Surplus 


Surplus to Policyholders................ 


Total . 


$35,390,285.54 
22,906,498.38 
4,854,898.21 
-3,100,390.66 
66,252,072.79 





682,898.26 
3.900,000.00 


__26,318,947.69 


30,501.845.95 


_$96,753.918.74 


1959 


$ 5,207,982.97 





14,988,985.94 
1,025,023.67 
1,551,304.52 
730,261.36 


$87,557,812.99 





$34,343,900.01 
22.475,513.38 
4,288,666.30 
2.744.314.72 


63,852,394.41 
663,555.07 
3,000,000.00 
20,041,863.51 


_23,705,418.58 


$87,557,812.99 


Securities deposited as required by law are included above as follows: December 31, 1960, 
$3,593,941.02; December 31, 1959, $4,155,769.65. Bonds are valued on an amortized basis 
and stocks at prices prescribed by the National Association of Insurance Commissioners. 
On the basis of actual market quotations for all bonds and stocks, surplus to policyholders 


would be: December 31, 1960, $30,076,612.53; December 31, 1959, $20,242,084.86. 





REINSURANCE IN MULTIPLE LINES 


KANSAS CITY, MISSOURI 
21 West 10th St. 


SAN FRANCISCO 
100 Bush 


CHICAGO 
175 West Jackson 


NEW YORK 
107 William St. 
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Old Bugaboo Of Underinsurance 
Again Drawing Insurers’ Fire. 
Mutual Casualty Conclave Told 


The long-recognized need for in- 
suring to value is again getting seri- 
ous consideration by companies which 
must further restrict their underwrit- 
ing, especially on homeowners and 
other dwelling classes, in order to live 


marked John S. Child, Harleysville 
Mutual. His observations, made at the 
annual fire and inland marine meeting 
in Chicago of Conference of Mutual 
Casualty Companies, were part of the 
program which included discussion of 


package policies. 

Mr. Child reported on results of a 
survey which was answered by 56 
member companies of the conference. 
In explaining why insurance to value 
is a vital objective, he quoted the re- 
sponse of one fire manager to the 
survey: 

“Insurance to value is extremely 
important if companies are interested 
in rates which actually reflect experi- 
ence. Underinsurance to a major de- 
gree reduces premium income without 
reducing losses in the same proportion, 





within continually lowered rates, re- 


new forms and rates and trends in 


thereby driving rates 


upward. An 





What does Atna Casualty mean 


“true low-cost casualty insurance” for large risks? 








A statement by 0) 
HOWARD T. KNUDSEN 


Vice-President, Liability Underwriting Dept. 
Etna Casualty and Surety Company 


A successful insurance company doesn’t simply “cut 
rates’ to get business. Instead it works hand in hand with 
the agent or broker to develop a realistic insurance 
program—one which is fair to both the buyer and the 
Company. Once on a risk, it works with the buyer to 
reduce his losses—thereby lowering insurance costs and 
keeping them low. 

Etna Casualty’s underwriting approach begins with 
a thorough professional analysis of all exposures involved, 
undertaken with the full cooperation of the buyer’s agent 
or broker. This analysis results in competent advice and 
recommendations being given on the kinds, amounts and 
plans of insurance needed. 

A competitor may occasionally quote an initial pre- 
mium lower than ours. Unless he is merely out to “‘buy 


Agency building is our business 


AETNA CASUALTY k& 





the business”, however, it seldom takes us long to 
reduce costs at least to his level. We do it with a tailor- 
made underwriting program, experienced engineering 
service, proper claim handling and the full cooperation 
of management. We always endeavor to under-promise 
and over-deliver rather than to over-promise and under- 
deliver. 

A®tna Casualty alone cannot guarantee lower costs to 
anyone. Our experience does prove, however, that proper 
cooperation from management enables us to reduce 
losses—and therefore premiums—on almost any risk. 

Our success in delivering this kind of true low-cost 
insurance is just one of the reasons why AXtna Casualty 
has so many loyal agents and why AStna Casualty agents 
have so many loyal clients. 
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Quality INSURANCE for individual, family, business, home and other possessions 


#Etna Casualty and Surety Company e Affiliated with Etna Life Insurance Company e Standard Fire Insurance Company e 


Hartford 15, Conn. 
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insured who refuses to insure to value 
is actually not paying his share of pre- 
mium, placing the financial burden on 
the cooperative insured. A successful 
program to secure insurance to value 
must be practiced by all companies, 
for its effectiveness is lost if some 
carriers disregard this practice to put 
business on the books. In the end, 
these insurers weaken themselves and 
give the industry in general a poor 
reputation.’ ” 


Not Serving Best Interests 


Insured, Mr. Child said, is getting a 
real bargain on the first 30 or 40% 
of value on most risks, considering that 
he pays the same rate for any part of 
the amount. Companies, on the other 
hand, find the succeeding higher in- 
crements of value more _ profitable. 
However, insured “who by accident or 
design avoids adequate coverage is not 
serving his own best interests to as- 
sume the risk of serious loss, even if 
the lower amount portion of his in- 
surance is the best bargain,” he de- 
clared. 

A majority of the respondents to 
the survey thought that homeowners 
risks are only slightly better than fire 
risks in adequacy of amount, he re- 
ported. A large majority also re- 
jected coinsurance as a suitable sub- 
stitute for adequate amounts, espe- 
cially on older or obsolete buildings. 
The consensus was that companies 
should try to cover for full market 
value on the older risk. 

A number of companies have set up 
a percentage of value minimum as 
their objective, he observed, and the 
average objective seems to be about 
two-thirds insurance to sound value if 
the risk is reasonably new and assum- 
ing no coinsurance is available. This 
average must be qualified, however, 
when the market value is below that 
two-thirds of sound value. 

“One of the thorniest and time con- 
suming problems,” Mr. Child said, “is 
the disagreement with the agent or 
insured as to the correct value of a risk 
on which to base the minimum percent- 
age of value you’re asking for.” The 
market value isn’t the yardstick of re- 
covery on a building, but the agent or 
insured will frequently urge companies 
to use the alleged market value as a 
basis for their minimum percentage. 


Not Reporting Values Adequately 


Insurers are relying on inspection 
reports to determine property values, 
and some of the survey respondents 
commented that the inspection facil- 
ities do a better job on reporting other 
items than they do on reporting sound 
value, Mr. Child noted. ‘‘We can prob- 
ably assume here that companies are 
looking for improvement in value re- 
porting. I personally feel that inspec- 
tors will eventually be asked generally 
to report replacement value, sound 
value and market or a utility value on 
all risks written without coinsurance,” 
he said. 

He reported a trend in the past five 
years toward the minimum policy 
amounts. These minimums average 
over $4,000 for dwellings, and over 
$2,000 for household contents. “Today 
it is becoming difficult for a low-cost 
dwelling owner te buy mutual insur- 
ance,” he observed. 

Mr. Child said the survey indicates 
that insurers are getting uniformly 
good results from their programs to 
obtain insurance to value. 

Uncontrolled inland marine classes 
were analyzed by Russell J. Elliott 
American Manufacturers Mutual, who 
covered rating variance, formulas 
available as guides to rating and prac- 

(CONTINUED ON PAGE 18) 
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one of the independent 
insurance agents below. 
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Advertising that Helps Agents Sell 


“One of the most constructive advertisements 
ever undertaken by independent insurance 
agents,” says Porter Ellis, president of the Na- 
tional Association of Insurance Agents, about the 
largest agency-listing ad ever run for the insur- 
ance industry. 


The 3-page N.A.I.A. ad, in the September 27, 1960, 
issue of LOOK, listed 19,150 agents, each of whom 
made a voluntary contribution to the N.A.IA. for 
the right to have his name appear. 

“This ad,” states Mr. Ellis, ‘““was the greatest sin- 
gle factor in helping the N.A.I.A. raise funds for 
its 1960 program. We are planning to make it the 
spearhead of our new Regional Agents Committee 
program in 1961.” 


Each Agent a Sponsor 


Each of the 19,150 independent agents who vol- 
untarily contributed for this ad had his name and 
address listed in the appropriate geographic region 
in which his office was located. Each became, in ef- 
fect, the sponsor of the advertisement and received 
valuable local identification in a national magazine. 

The 3-page advertisement actually amounted to a 
total of 39 pages. The first page, remaining constant 
in all 19 versions, carried the headline: “The Wrong 
Insurance on Your Car, Home or Business Can Cost 
You Thousands of Dollars!” Following this came 
hard-hitting editorial copy which told readers the 
advantages of buying fire and casualty insurance 
through an independent agent. The second and third 
page of the ad carried the names and addresses of 
insurance agents according to the regional location. 


Impact of the Advertisement 


As a powerful local selling force, this ad has been 
applauded by agents across the country. A few spot 
reports from various states cite such results as these: 
* in Florida, an agent revealed that one of his cus- 
tomers, a woman for whom he wrote only auto in- 
surance, walked into his office and said she would 
like to buy fire insurance from him too, because 
she’d read the LOOK ad. 


+ in Ohio, a substantial business prospect of one 
agent called to say he was impressed to see the 
agent’s name listed in LOOK as a professional in- 
surance man. 

- in Rhode Island, one N.A.I.A. member agent, who 
did not participate in the advertisement, said he 
was embarrassed when his largest customer asked 
why his name didn’t appear in the ad. 

State and local associations seized the fine oppor- 
tunity for local tie-in promotions and made capital 
of the ad, for example: 

* the Des Moines, Iowa Association jumped the gun 
on the LOOK ad in the spring by using a highly ef- 
fective newspaper version of its own, with local 
member listing. 

- in Jackson, Mississippi, the local N.A.I.A. board 
used a whole section in their local newspaper to 
feature an adaptation of the LOOK ad, with mem- 
ber agents’ photos on the cover of the section. 

The N.A.I.A., as coordinator of the advertising 
program, promoted the ad to its 35,000 member 
agencies, comprising some 100,000 insurance agents. 
190,000 reprints were ordered by N.A.I.A. for use by 
individual agents in each of the 19 regions. 


Objectives of N.A.1.A. 


This LOOK ad is just one part of the whole 
N.A.LA. advertising program—but it played a most 
important part in fulfilling all the following objec- 
tives which the N.A.I.A. has set: 


1. establish the Big “I” seal as the mark of quality 
insurance and professional insurance service. 

2. pre-sell potential customers on buying insurance 
from agents who display seal. 

3. point out difference between professional service 
of independent insurance agents and the services 
of direct writers. 

4. enhance agent’s prestige by association with qual- 
ity media. 

5. present a united appeal to the general public. 


“The Big Difference” 


For its 1961 national advertising campaign, 
N.A.LA. is using “The Big Difference” as the um- 


brella theme for all its advertising and promotion. 
Advertising will appear in Life, Saturday Evening 
Post, Newsweek and Business Week. And, again 
LOOK will be the magazine which will carry a sim- 
ilar geographic split-run, three-page ad listing all 
participating N.A.I.A. members by regions. 

LOOK had made the “big difference” in N.A.I.A.’s 
advertising program. For it was through LOOK, in 
1960, that a new way was opened up to channel rec- 
ognition and sales to independent agents through- 
out the country. 

As Jim Mathews, Ad Director of N.A.1.A., puts if: 

“The more we thought about it... the better choice 
LOOK seemed to be. 

“The idea of the advertisement was to inform 
readers of the names and addresses of independent 
insurance agents in their own home towns. This re- 
quired a magazine with great flexibility—a magazine 
which could give us virtually any number of zones 
of distribution. 

“LOOK ’s audience was large... And the cost was 
right for the 3 pages, even including the 38 changes 
for the 19 different regions. 

“Finally, we knew that an advertisement whose 
production was as complicated as this one... would 
require a lot of cooperation from the magazine’s 
staff. We knew we'd get that necessary cooperation 
from LOOK. And we did.” 





The exciting story of people... what they do, what 
they feel, what they want, what they think . . . an 
ever-changing story told with warmth, understand- 
ing and wonder. 
Reaching into 16,850,000 
households with a single issue 


P.O. Ad No. 60-4367 Ad No. 747 
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CASUALTY—FIRE OPENINGS 


$12,000—$8,000 


Fire Positions 
232——EAST-FIRE LOSS MANAGER—$10,000. 
Age to 40, College degree. Min. 7 years H. O. experience. Prefer Easterner. 


233——EAST-FIRE UNDER. MANAGER—$10,000. 
Age to 50. At least 12 years H. O. Underwriting background. Well-known Stock 
Company. 


234—N. ILL.-FIRE SPECIAL AGENT—$8,500. 

Well-known Stock Company. Require minimum 7 years Northern Ill. field experience. 
235——-M. WEST-SENIOR FIRE UNDR.—$8,000. 

Age to 45. Should have 10 years Fire underwriting experience. 


Casualty Positions 
236—EAST-ACTUARY/ASST. DEPT. MGR.—$12,500. 


Number 2 spot, nationally known company. Age to 40. At least 5 years Actuariai 
experience. 


237——M. WEST-LONG HAUL UNDERWRITER—$1 2,000. 


Splendid opening for man with Mult. Line Cas. experience with emphasis on long 
haul business. 


238—M. WEST-CAS. RESEARCH SUPERVISOR—$10,000. 


Age to 40. 10 years Casualty experience acquired in undwr., actuarial, etc. Heavy 
math and statistics experience. 


239——M. WEST-CAS. ENGINEERING SUPERVISOR—$10,000. 

Age to 45. Heavy comp-liab. experience. To supervise department of 25. 
Managerial Openings 

240—M. WEST-CAS. ACCOUNTS EXECUTIVE—$10,500. 

College grad. Age to 40. Minimum 5 years experience handling large accounts. 


241—EAST-H. O. ASST. CLAIMS MANAGER—$1 5,000. 
Age to 45. Legal degree. Min. 12 years Home Office management experience acquired 
with company operating in all states. 


242——CHICAGO-MULT. L. PRODUCTION MGR.—$12,000. 


Age to 42. College degree. Background of insurance company production experience 
managing special agents. 


Please include number in referring to jobs listed. 
Other openings in Fire - Casualty - Life - A & H—all sections of the country. 
Write for “HOW WE OPERATE.” 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells HArrison 7-9040 Chicago 6, Ill. 











PRIMARY COVERAGES IN ILLINOIS 
WORKMEN'S COMPENSATION GARAGE & DEALERS LIAB. 
AUTOMOBILES & TRUCKS LIQUOR LIABILITY 
OLT—MFRS. & CONTRACTORS MALPRACTICE LIABILITY 
COMPREHENSIVE GEN'L. LIAB BEAUTY SHOP LIABILITY 
COMPREHENSIVE PERSONAL LIAB. BURGLARY 
PRODUCTS LIABILITY PLATE GLASS-50/50 


% Special Retros on Large W.C.-Liab.-Fleets, Etc. 


SURPLUS LINES 


OUTSIDE ILLINOIS — Through Licensed 
Surplus Lines Agents in Those States 
And Territories Which Permit Kon- 
Admitted Carriers To Write Liability 
Coverages. 


EXCESS LIABILITY 


All 3rd Party Liability Including Excess 
Above Assigned Risk Auto Limits to 
100,000 /300,006 /100,000. 


THE CASUALTY COMPANY WITH EXTENSIVE FACILITIES... 
FLEXIBLE UNDERWRITING . . . REALISTIC RATING ... 
INDEPENDENT! 

SINGLE RISK REINSURANCE TO $2,000,000! !!! 


FIDELITY GENERAL INSURANCE COMPANY 


A STOCK COMPANY 





222 West Adams Street 


RAndolph 6-4060 Chicago 6, Illinois 





Springfield-Monarch 
Property, Casualty 
Volume, Losses Up 


Springfield-Monarch’s 1960 property 
and casualty operations showed an 
underwriting loss of $2,551,301 of which 
Hurricane Donna contributed losses of 
approximately $1,275,000. The life and 
health companies had a profit of $1,- 
448,094. The over-all premium income 
of the group rose $15,102,040 to $110,- 
891,397. Of this increase, $12,033,932 
was written by the property and casu- 
alty companies, including $8,375,123 by 
Freeport and Horizon. 

For the property and casualty com- 
panies, the ratio of losses and loss ex- 
penses to premiums earned was 60.3, 
and the ratio of other expenses to pre- 
miums written was 43.1 compared with 
the 1959 figures of 55.2 and 44, re- 
spectively. Combined ratio for all op- 
erations, excluding life, was 100.6 
compared with 98.7 a year ago. 


Investment Income Up 


The group’s investment income was 
up $635,749 to $5,385,928. Consolidated 
earnings were $3,722,673 after taxes, 
equivalent to $1.46 a share compared 
to $2.88 in 1959. 

Consolidated assets rose more than 
$27 million to $265,862,003, and pol- 
icyholders surplus was up more than 
$6 million to a new high of $93,536,898. 

A 5% stock dividend on the common 
stock of Springfield has been. declared, 
payable April 1 to stockholders of rec- 
ord March 3. This is in addition to 
quarterly dividends of $1.63 on the 
preferred stock and 25 cents on the 
common, with the same payable and 
record dates. 


Allstate Expands Into 
Third Large Building 


Allstate’s continuing growth has re- 
sulted in expansion into a third large 
office building in Skokie, II. 

The new building will house the 
special accounts division, which has 
been quartered in the home office lo- 
cation. The special accounts division, 
which has quadrupled in the past two 
years, handles auto and truck fleet 
business, as well as group life and 
group health. Through it, Allstate in- 
sures the vehicles of more than 2,900 
companies. 

The new building was built in 
1956, is air conditioned, has adequate 
offstreet parking and contains an em- 
ployes’ cafeteria, as do the two other 
Allstate buildings in Skokie. 

In addition to the offices in Skokie, 
Allstate has four other zone offices, 
28 large regional offices and more 
than 1,400 service-sales locations in 
the U. S. and Canada. 


Zurich Makes Two Changes 

Zurich has made two changes in its 
claims department: James F. Leonard, 
claim superintendent at Charleston, 
S. C., has been transferred to Rich- 
mond, Va., as claim superintendent 
and William F. Hopper, adjuster at 
Charleston, has been promoted to claim 
superintendent there. 
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Poor Response To 
Am. Fore’s Chicago 
Arbitration Offer 


The attempt by America Fore Loy- 
alty group’s Chicago office to reduce 
the staggering backlog of personal in- 
jury law suits in Cook County courts by 
offering to submit any and all such 
claims to arbitration, has not proved 
successful. 

In fact, when contacted by a repre- 
sentative of THE NATIONAL UNDER- 
WRITER for a progress report, Daniel 
J. Laramie, Chicago regional claims 
manager, characterized the _ results 
so far with the identical word used by 
R. Newell Lusby, America Fore’s cas- 
ualty claims vice-president, New York, 
when he was asked three months ago 
to comment upon the companies’ ar- 
bitration offer made in New York in 
1952. The word? “Disappointing.” 

Mr. Laramie said that despite full 
page advertisements in the four major 
Chicago dailies entitled “An Offer 
Designed To Reduce Court Congestion,” 
and which agreed to assume all charges 
for expenses made by the arbitrating 
organization (American Arbitration 
Assn.), the companies really hadn’t 
expected an avalanche of requests. 

But while they had anticipated a 
good deal more response than they 
actually received, Mr. Laramie stated, 
America Fore wants to make it quite 
clear that the offer is still open and 
no decision of any kind has been made 
respective to a cut-off date. 


Great American Makes 
Tenn. Field Changes 


Great American has made several 
changes in its Tennessee field organi- 
zation. 

Western Tennessee agents will re- 
ceive multiple line service from Spe- 
cial Agent Thomas Reeder at the 
company’s new field office in Mem- 
phis, and Clarence Sullivan and Her- 
man Gerragano have been appointed 
special agents at Nashville. 


Preferred Fire Names 


Erickson In Kansas 


Preferred Fire of Topeka has ap- 
pointed George Erickson special agent 
for eastern Kansas, replacing L. B. 
Burt, who has retired. 

Mr. Erickson has been state agent 
for New Hampshire Fire for the past 
17 years and prior to that had been 
with Western Casualty. 


Reins Club Elects 


Reins Club of New York at its annual 
meeting elected Harry J. Moles of Pil- 
cer & Frank, president; Carmine A. 
Ponella of America Fore Loyalty vice- 
president, Daniel E. Sullivan of Ster- 
ling Offices secretary, and J. Anderson 
Stafford of New Hampshire group 
treasurer. 

James J. Ratchford of Royal-Globe 
and Leroy W. Beers of North British 
were named welfare officers, and 
Joseph G. Sullivan Jr. of the Universal 
Agency publicity officer. 


FLORIDA AND GEORGIA AGENTS 


ad F-Lo-e Alii ag 


LONG HAUL TRUCKS TAXICABS 


U-DRIVE-ITS 


EXCESS AND SURPLUS, SUB-STANDARD 


AUTO, MOTORCYCLES AND HARD-TO-PLACE RISKS OF ALL TYPES 


WITH 


SHELLY, MIDDLEBROOKS AND O’LEARY 


Greenleaf Bidg., Phone ELgin 4-7711 
Jacksonville, Florida 
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Hurteau, assistant director of the state 
O motor vehicle bureau, said the tighter 


go 


S.C.Forum Eyes Current Problems 


During the one-day insurance forum 
at Columbia sponsored by the South 


months those companies had received 
2,200 requests from the state’s motor 


licity and newspaper campaigning. 
That is, he said, 700 out of 5 million 


financial responsibility law that re- 
cently went into effect cost his depart- 
ment $31,000 to administer for the 
most recent 90-day period. This does 











Carolina department, Commissioner vehicle bureau for proof of coverage insured motorists. He then presented not cover expenses of the state highway 
e a Gold of North Carolina said that the —yet only 62 cancellations resulted. the case history of one South Caro- patrol. 
reduce authority his department had granted , lina assigned risk involved in an ac- Does compulsory create a need for 
mal in- certain insurers to rate up substand- Conducted Three Hearings cident that caused two deaths and higher rates? Mr. Gold said he was in 
urts by ard auto PHD business has been helpful A New York legislative committee severe injuries. The motorist had a no position to comment since he had 
ll such in controlling the nonadmitted market conducted three hearings in that state long record of traffic violation con- been ordered by the courts to hold a 
proved in his state. looking for policyholders with com- victions and should have been denied re-hearing on the rate increase asked 
He said he hoped North Carolina plaints about cancellations and turned the right to drive. in his state, and he has held it. He 
repre- Fire Insurance Rating Bureau would up only 700 over many weeks of pub- In response to a question, J. W. (CONTINUED ON PAGE 1%) 
je make a filing on substandard auto PHD. ~, ° . ° 9 
anie iid ™ 
panic! ihe forum presented several panel “Creneral gives us creative advice... 
results qualification, auto liability, fire and 
ised by wind coverage, and A&sS. 
Stak One question during the auto panel 
te yo was whether the state insurance de- 
io? Sa. partment should investigate the legality 
Saat he of reasons for and reasonableness of 
8 liability policy cancellations. William 
sa full L. Thompson Jr., Hartsville, past pres- 
— _ ident of South Carolina Assn. of In- 
| ‘Offer surance Agents, and a member of the 
pony panel, said that disregarding the 
charges legality of such a procedure, he doubt- 
itrating ed if the department could physically 
“ accomplish the task. 
itration 
hadn’t Automobile Panel 
uests. Lloyd E. Greer, executive secretary 
sated a of the South Carolina agents’ group, 
n they moderated the auto panel. Other mem- 
Stated, bers were L. M. Gressette, St. Mat- 
it quite thews, chairman of the judiciary com- 
en and mittee of the state senate; R. E. Mc- 
n made Nair, Allendale, chairman of the ju- 
diciary committee of the house; Arthur 
C. Mertz, general counsel National 
7 Assn. of Independent Insurers, and Mr. 
Gold. 
Why can’t the assigned risk plan 
several rate the risk as the application comes 
organi- in? One result would be uniformity of 
treatment. 
vill re- Mr. Gold said it is a prerogative of 
m Spe- the insurer to get the information on 
at the the risk and rate it. Also, this pro- 
Mem- cedure would be slower than the one 
d Her- presently used. 
pointed Asked about cancellations, Mr. Mc- 
Nair said the legislature has received i 
a number of complaints, and legisla- : 
tors have discussed the situation Dave Sprague and Mike Israel of Sprague-Israel, Inc., Seattle, Washington, talk about GENERAL commercial services: 
with the insurance department. He 
said he was sure the insurers are do- 
“peo ing & good Jo. owever, they can do “GENERAL extends us assistance in a plete facilities of GENERAL’S commercial 
a en F r 5 J a. . os . . . . 
L. B. going emg Ragrnerarver “er most significant area—competitive and lines department gratifying and profitable. 
and, perhaps, to legislation, he said. Bs ‘ , 
_—— Mr. Gressette said legislators are be- Creative advice on forms and rates to GENERAL’S commercial products and 
gine — page: not: eiger He read one handle perplexing commercial situa- services augmented by continuous plan per- 
support. He was a young mill hand, ¢jons, Their able and well run office has sonal lines through SAFECO and easy-to-sell 
obviously honest and unfortunately ago e : é - ’ ' 
surcharged.” She pointed out that if distinguished itself by efficient service life insurance through LIFECO have proved 
she was a-mind to she could get a 9 R 4 " s 
annual lower rate by listing herself as the for many years. a winning combination for hundreds of agents. 
of Pil- driver of the car. Mr. Gressette read S Israel. I : f fine. i Is this th bi . ’ b looki 
‘ine A. a second “hard case” letter. He said prague-israel, inc. 1s one Of many e, In- s this the combination you ve been looking 
y vice- there As need for uniform AR ates dependent brokers and agencies throughout for? For more information, mail the conven- 
f Ster- and uniform application of rates. z 
iderson Mr. Mertz said much of the problem the U.S. and Canada that has found the com- _ient coupon today! 
group is in underwriting. Agents want the 
business and companies want to write éstwasuewewddadsaeadnasddascusuntiase 
l-Globe it. But the underwriter is the first Gr CGS e- NJ E RA . " a Pe Re . 
sas - c ° rvenera nsurance Company oO mericé 
age line of defense and provection to the QZ Zz General Insurance Building Dept. 800 
, careful driver and company funds. Seattle 5, Washington 
liversal Statistics prove that assigned risks have Tell me more about GENERAL/SAFECO/ 


four times as many accidents as nor- 
mal drivers. NAII insurer statistical 
data for the policy year 1959 indicated 
AR plan ratios of 107 on BI and 91 
on PDL. Add the normal 35% operating 
expense and the loss is apparent. 
The under-25 group has_' two 
times the conviction rate of those 45 
and older, Mr. Mertz added. He said 
he carefully checked the cancellations 
of leading auto insurers in South Car- 
olina and found that in 11 latest 


LIFECO profit story! 


SAFECO 
LiFECO 


INSURANCE COMPANIES OF AMERICA 


Home Office: Seattle. Division Offices: New York, Atlanta, Cincinnati, St. Louis, 
Dallas, Denver, Los Angeles, San Francisco and Vancouver, Canada . ee eeces 
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Md. ARs Shrink 
40% With Uniform 
Rates, Surcharges 


Maryland’s automobile assigned risk 
plan received 40% fewer applications 
in the last 10 months of 1960 than it 
did in the same period of 1959, Com- 
missioner F. Douglass Sears has re- 
ported. He attributes the depopulation 
of the plan by so substantial a number 


HeNATIONAL UNDERWRITER 


to adoption of uniform rates for such 
risks by all insurers. The uniform rates 
became effective March 1 a year ago. 

The rates are those approved by the 
department for National Bureau, sub- 
ject to a surcharge of 25% for all risks. 
These are the only surcharges except 
for those required for financial respon- 
sibility filings. 

Mr. Sears stated that if the trend 
continues, not only may the volume of 
risks be curtailed but there may also 
be a substantial reduction in loss ratio. 

The Maryland AR plan received 13,- 
735 new applications in the last 10 


months of 1959 and 8,270 in the same 
period of 1960, a 39.8% decrease. 


Welsh Cimarron Special 


Cimarron has appointed Charles S. 
Welsh special agent in central Kansas, 
with responsibility for fire, casualty 
and hail production. He has had a 
number of years’ experience in the 
central Kansas area. 

Mission of Los Angeles has been 
approved as a non-admitted surplus 
line insurer in Arizona. 








Do you 
have the 


right policies 


for your 


prospects ? 


The Central producer does. His portfolio of protec- 
tion includes a full range of separate coverages, 
including modern “package” plans and special 
risks. Whether his prospects want to insure a 


house, car, business. . .or a pet poodle’s diamond- 
studded collar, he has the perfect policy. And 
Central’s regular dividend to policyholders makes 


the selling so much easier. 


If you want to offer mutual insurance without 


limiting your market . 


.. it’s time to sell Central. 
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MUTUAL INSURANCE COMPANY «Van Wert, Ohio 


A Tomorrow Minded, Multiple Line Company 


Branch Offices in: 


Atlanta « Boston « Dallas « Denver « Los Angeles « Montreal « New York « San Francisco * Toronto 
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Package Plan Era 
Caught Industry 
Napping: Rodda 


In this era of one package policy 
after another, perhaps the basic prob- 
lem is that insurance companies have 
not anticipated changes, declared Wil- 
liam H. Rodda, manager of Transpor- 
tation Insurance Rating Bureau. His 
remarks were made at the fire and 
inland marine meeting at Chicago of 
Conference of Mutual Casualty Com- 
panies. 

Eight years have elapsed since pro- 
perty and liability coverages were first 
combined into homeowners policies. 
Yet this combination of commercial 
lines seems to have caught the industry 
by surprise because it hasn’t been pre- 
paring for what was inevitable from 
the start, he said. 


Now Five Filings 


There are now five bureau filings 
in the commercial and industrial areas: 
manufacturer’s output policy, commer- 
cial property coverage, office contents 
special form, industrial property pol- 
icy, and multi-peril policy. The over- 
all problem these forms present, he 
said, is that there are more exposures 
under one policy. Previously, these ex- 
posures were spread among two, three 
or more policies and were underwritten 
in different departments of the com- 
pany or in several different companies. 
Now one man may have the respon- 
sibility for underwriting which was 
previously done by two or more people. 

“T think one of the biggest deficien- 
cies is too many fire companies trying 
to underwrite casualty lines without 
having casualty people in their opera- 
tions and too many casualty companies 
trying to underwrite fire lines without 
fire people,’ Mr. Rodda declared. 

What is needed, he said, is a team 
of underwriters. In a small company 
this could be a team of two or three 
people reviewing each package plan. 
The premium that an insurer receives 
from a package should be large enough 
to justify more detailed handling. 

Commenting on specific policies, Mr. 
Rodda remarked that half of the com- 
panies do not write any commercial 
property policies even though it has 
been in existence five years or so. 
He attributed this to unsatisfactory 
rate levels, which were too high for 
some types of merchants and too low 
in areas highly susceptible to theft. 
The revised commerical property pol- 
icy now being filed appears to estab- 

(CONTINUED ON PAGE 24) 
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Neb. Meets Big-I 
Quota: Town Crier 
Award Plans Ready 


Nebraska Assn. of Insurance Agents 
was the first to meet the basic allo- 
cation to the 1961 Big-I advertising 
program of NAIA. Also meeting their 
quotas are Alabama, Arizona, Florida, 
South Carolina and District of Colum- 
bia. The first ad will appear March 17 
in Life magazine. 

The third annual Town Crier awards 
for companies which consistently and 
effectively use the Big-I seal in an 
outstanding manner will be presented 
at the NAIA annual meeting in Dal- 
las, Sept. 25-27. Top winners will re- 
ceive engraved Town Crier lamps and 
figurines, and additional companies wil] 
be presented with Town Crier bells— 
an innovation of last year designed te 
acknowledge the growing number of 
agency companies employing Big I in 
their promotional efforts. 


Whort Elected Director Of 


Lumber Mutual Of Boston 

Lumber Mutual Fire of Boston has 
elected John H. Whorf a director. He 
is vice-president of the company and 
has been with it 15 years, as special 
agent, assistant secretary, and vice- 
president since 1956. He has been in 
the husiness 30 years. 


Holbrook Retires At L.A. 


Robert L. Holbrook, vice-president 
in charge of claims for Republic In- 
demnity at Los Angeles, has retired 
after more than 35 years in the busi- 
ness. He is succeeded by Charles A. 
Hochman, who has been assistant 
claims manager. 

Mr. Holbrook started as an office 
boy with Fidelity & Deposit at Balti- 
more, was assistant claims manager of 
U.S.F.&G. at Atlanta, branch manager 
of Indemnity of North America at San 
Francisco, and joined Republic In- 
demnity in 1949. 


Probe Of tusasenes Asked 


A Pennsylvania house _ resolution 
calls for the insurance department to 
investigate charges that the insurance 
business is “interfering with the proper 
function” of trial juries through a 
publicity campaign geared to the idea 
that high rates are the result of big 
jury awards in injury cases. The 
proposal, referred to the rules com- 
mittee, stated that “it is specifically 
charged that this campaign is being 
conducted through the mail, the press, 
outdoor advertising media, radio and 
television’”’ for the purpose of misin- 
forming the public that the high pre- 
miums for liability insurance are due 
to unreasonably high jury verdicts, 
thus creating a prejudice in the minds 
of prospective jurors.” Such charges, 
if proved, would violate state law and 
would constitute harmful and unlawful 
interference with the jury function, 
the measure said. 


Region VII Insurance Women 
To Hold Annual At Omaha 
Insurance Women of Omaha will be 
hosts to the region VII convention of 
National Assn. of Insurance Women, 
March 17-19, Sheraton Fontenelle Ho- 
tel. A delegation of 125 is expected 
from Nebraska, Colorado, Kansas, 
Wyoming, New Mexico, the west half 
of Missouri and Council Bluffs, Ia., of 
which the region is comprised. Miss 
Bernadine Horan, region VII director, 
Kansas City, and Mrs. V. J. Sullivan, 
Ist vice-president of the national as- 
sociation, will be in attendance. 
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So. Marine & Aviation 
Names Winser At S.F., 
Brown At Los Angeles 


Southern Marine & Aviation Under- 
writers of New Orleans has named C. 


Anthony Winser a 
vice-president and 
William W. Brown 
Pacific Coast man- 
ager. The appoint- 
ments coincides 
with the establish- 
ment of offices in 
San Francisco and 
Los Angeles, with 
Mr. Winser located 
in the former and 
Mr. Brown in the 
latter. 

Mr. Winser was 
one of the founders and served as the 
first president of International Avia- 
tion Underwriters. Prior to his affilia- 
tion with IAU, he was a vice-president 
of Aero Associates, managing the 11 
Pacific states. He joined Aero after 
having served for years as west coast 
aviation manager of Cravens, Dargan 
& Co. 

Mr. Brown started with Royal-Liver- 
pool group in 1948 and served as 
special representative of the marine 
department for five years before join- 
ing Aero Associates in 1953 to estab- 
lish their Los Angeles office as regional 
manager. In 1957 Mr. Brown joined 
Hansen & Rowland as London corres- 
pondent and aviation manager, and in 
1959 he established the Los Angeles 
office of IAU in the capacity of vice- 
president. 





C. A. Winser 


Pacific Employers Opens 


First Arizona Office 

Pacific Employers has established an 
Arizona branch office—its first in the 
state—at Phoenix. 

W. E. Schroder, previously assistant 
manager for Pacific Indemnity and 
Swett & Crawford at Phoenix, has been 
named resident manager in charge of 
both production and underwriting at 
the new office. 








Rathbone, King & Seeley general 
agency at Los Angeles has appointed 
Sigmund Geisendorfer inland marine 
and fire supervisor, succeeding James 
E. Kenens, resigned. 


HYighlighte- 


from our 59th Annual Report 
to Policyholders 


. « » $31,658,050 
CE ew ewe ee se Te 
Surplus to Policyholders . . . . 13,378,898 


jo ee ee 


Above totals from Financial Statement, as of December 31, 1960, 
as reported to the Indiana Insurance Department. 


ASSETS increased by $900,092 or 2.9% over 1959. 


SURPLUS TO POLICYHOLDERS increased by $493,667 
or 3.8% over 1959. 


NET PREMIUMS WRITTEN totaled $19,206,505 for the 
year, an increase of $839,680 or 4.6% over 1959. 


LOSSES INCURRED (including Loss Expenses) during 
1960 were $9,928,759. Ratio of incurred losses to 
earned premiums was 52.1%, as against 47.8% for 1959. 





SAVINGS of $3,045,572 were returned to our policyhold- 
| ers as dividends during 1960. This total compared with 
dividend savings of $2,868,633 returned during 1959. 





Business since organization in 1902: Net premiums written, 
$253,647,000; net losses paid, $95,281,100; savings returned 
to policyholders as dividends, $39,854,200. 


Cui Caleb fitid, 


INSURANCE COMPANY 
Indianapolis 7, Indiana 


Western Department: Omaha 2, Nebraska 


FIRE + CASUALTY » AUTOMOBILE : INLAND MARINE 
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STOW | 
AWAY 


BIGGER 
PROFITS 


- 


with Pawtucket Mutual! 


Profits are where you find them. And you need look no fur- 
ther than Pawtucket Mutual, one of New England’s oldest and 
strongest companies. 

For your customers and prospects, Pawtucket means 20% 
savings on all fire and allied lines and generous dividends on 
the other lines the company writes — homeowners forms | 
through 5, automobile physical damage, and all inland marine 
lines. It also means prompt claim settlement by independent 
adjusters. 

For you as an agent, Pawtucket means liberal commissions. 
In addition, you have the advantages of large line facilities 
through Pawtucket’s membership in New England Mutual Fire 
Underwriters Association and Mutual Inland Marine Under- 
writers of New England. 

Join the other independent agents who prefer Pawtucket. 
Write today for full information. 


PAWTUCKET MUTUAL 
INSURANCE COMPANY 
25 MAPLE STREET, PAWTUCKET, R. I. 


Founded 1848 ...dividends since 1849 


















Swett & Crawford 


























Conventions 


March 2-4, Federation of Insurance Counsel, 
midwinter meeting, Royal Orleans Hotel, 
New Orleans. 

March 6, Cleveland I Day, 
Cleveland. 

March 9-10, Ohio State ban eed Insurance 
Conference, annual, Colum hio. 

March 9-11, Tri-State mutual agus of Penn- 
sylvania, Maryland & Delaware, annual, 
Penn Harris Hotel, Harrisburg. 

March 10. District of ge ay he Day, May- 
flower Hotel, Washington, D 

March 13-15, National Assn. of > Insur- 
ance Agents & Texas mutual agents, com- 
bined midyear, Shamrock-Hilton Hotel, 
Houston. 

March 13, Rhode Island agents, midyear, Sher- 
aton-Biltmore Hotel, Providence. 

March 14, New Jersey agents, midyear, Cherry 
Hill Inn, Haddonfield. 

March 14, Pittsburgh I-Day, Hilton Hotel. 

March 17-18, Mississippi mutual agents, annual, 
Edgewater Gulf Hotel, Edgewater Park. 

March 23-24, Cenference ef Mutual Casualty 
Companies, underwriting conference, Conrad 
Hilton Hotel, Chicago. 

March 23-25, Southern Agents Conference of 
NAIA, annual, Robert Meyer Hotel, Jackson- 
ville, Fla. 

April 5-7, National Assn. of Independent 
Insurers, workshop, Edgewater Beach Hotel, 
Chicago. 

April 5-7, Pacific Coast Advisory Assn., annual, 
Biltmore Hotel, Santa Barbara, Cal. 

April 9-11, Florida mutual agents, annual, Galt 
Ocean Mile Hotel, Ft. Lauderdale. 

April 9-11, Midwest Territerial Conference of 
NAIA, annual, LaSalle Hotel, Chicago. 

April 9-11, New York mutual agents, annual, 
Hotel Syracuse, Syracuse. 

April 9-13, National Assn. of Surety Bond Pro- 
ducers, annual, St. Francis Hotel, San Fran- 
cisco. 

April 11-12, Arkansas mutual agents, annual, 
La Fayette Hotel, Little Rock. 

April 14, National Assn. of Insurance Com- 
missioners, unauthorized insurance commit- 
tee, Sherman Hotel, Chicago. 

April 16-18, Alabama mutual agents, 
Town House Motel, Mobile. 

April 16-18, Eastern Agents Conference, annual 
Sheraton Hotel, Philadelphia. 

April 17-18, Iowa mutual agents, annual, Sa- 
very Hotel, Des Moines. 

April 17-18, Ohio mutual agents, annual, Neil 
House Hotel, Columbus. 

April 17-19, National Assn. 
Agents, midyear, Philadelphia. 

April 19, Chicago I-Day, annual, Conrad Hil- 
ton Hotel 

April 20-21, Missouri mutual agents, 
Hotel Governor, Jefferson City. 

April 20-21, Southern Claims Conference, an- 
nual, Dinkler-Plaza Hotel, Atlanta. Ga. 

April 23-25, National Assn. of Insurance Com- 
missioners, Zone V, Town House Hotel, 
Omaha. 

April 23-27, American Assn. of Managing Gen- 
eral agents, annual, Camelback Inn, Phoenix 

April 25-27, National Assn. of Insurance Com- 
missioners, Zone II, Dupont Hotel, Wilming- 
ton. 

April 27, Insurance Rating Bureau of District 
ot Columbia, annual, Army & Navy Club, 
Washington, D. C. 

April 27-28, National Assn. of Casualty & 
Surety Agents, midyear, Sheraton-Belvedere 
Hotel. Baltimore. 

May 3-5, Casualtys Actuarial Society, midyear. 
Concord Hotel, Kiamesha Lake, ¥.. 

May 4-5, Central Claim Executives Assn., an- 
nual, Arlington Hotel, Hot Springs, Ark. 
May 4-5, Conference of Mutual Casualty Com- 
panies, claim conference, Conrad Hilton 

Hotel, Chicago. 

May 5-6, Louisiana agents, annual, Edgewater 
Gulf Hotel, Edgewater Park, Miss. 

May 5-7, Montana mutual agents, annual, Dia- 
mond S. Ranchotel, Boulder, Mont. 

May 17-9, Alabama agents, annual, 
Erskine Hotel, Huntsville. 

May 7-9, Virginia & D. C. mutual agents, an- 
nual, Williamsburg Inn, Williamsburg. 

May 7-10, New York State agents, annual, 
Syracuse Hotel, Syracuse. 

May 8-10, Health Insurance Assn., 
Biltmore Hotel, New York City. 

May 8-11, National Assn. of Insurance Brokers, 
annual, Fairmont Hotel, San Francisco. 

May 9, Assn. of Casualty & Surety Companies, 
annual, Waldorf-Astoria, New York City. 

May 9, Wisconsin agents, midyear, Hotel Lor- 
aine, Madison. 

May 12-13, Mountain States mutual agents, an- 
nual, Harvest House, Boulder, Colo. 

May 12-13, Oklahoma agents, annual, Biltmore 
Hotel, Oklahoma City. 

May 14-15, Nebraska mutual agents, annual, 
Town House, Omaha. 

May 14-16, Iowa agents, annual, Savery Hotel, 
Des Moines. 

May 14-16, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 

May 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 16-19, National Assn. of Independent Ad- 


justers, annual, Sheraton Towers Hotel, Chi- 
cago. 
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Members of the central region of 
National Assn. of Independent Insur- 
ance Adjusters held their annual busi- 
ness meeting last week at Chicago. R. 
L. Ryan of Frank Erion & Co., Chi- 
cago, presided as regional vice-presi- 
dent. States represented were Ohio, 
Indiana, Illinois, Kentucky, Michigan 
and Wisconsin. 
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NAIIA Central Region Meets At Chicago 


The adjusters conducted business 
sessions all day in the Palmer House, 
and in the evening were hosts at a 
reception that was attended by some 
of the company people in Chicago and 
other guests. A few of those on hand 
are shown in the accompanying photo- 
graphs. All identifications are from the 
left. 





el 


Scott Wetzel, head of the Scott Wetzel organization of Salt Lake City; Ray L. 
Lynch of R. L. Lynch & Co., Springfield, I11.; John H. Hunt of J. H. Hunt & 
Co., Chicago, and Benjamin Horton of Horton & Co., Louisville. Mr. Horton is 
immediate past president of NATIA. 








Bruce H. Smith, executive secretary of NAIIA, with Elmer C. Mulder of 





Pacific National; Leo S. Walsh of L. S. Walsh Co., Chicago, and R. J. Young of 


Michigan Claim Service, Lansing. 
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A. C. Dyer of Agency Claim Service, Kansas City, Kan.; R. M. Ryan of 


Frank L. Erion Co., Chicago, vice-president of the central region; Robert T. 
Luce of Casualty Mutual, Chicago, and Lloyd R. Deist of L. R. Deist Co., Cin- 


cinnati. 
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John Kennedy of Investigations Institute, Chicago; L. B. Hazzard of L. B. 


Hazzard Co., New York, NAIIA president; H. B. Wellborn, Wellborn & Co., 
Hattiesburg, Miss., NAIIA first vice-president, and P. I. Thomas, American 


Manufacturers Mutual. 





Swenson To Hannibal 


Crum & Forster has appointed Carl 
E. Swenson state agent at. Hannibal, 
Mo., where he will work under the 
general supervision of L. E. Benard, 
district manager at St. Louis. Mr. 
Swenson has been in the business 10 
years, the last four of which he has 
spent with Crum & Forster. 


EINSURANCE 


Through Intermediaries Only 


FIRE—CASUALTY 


Reinsurance Department 


1105 Hamilton St., Allentown, Pa. 
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Retires From Mich. Field 


John H. Byers, inland and ocean 
marine special agent of Great Ameri- 
can at Detroit, has retired. A veteran 
of 30 years service, Mr. Byers started 
with Great American in New York and 
later traveled out of the western de- 
partment at Chicago before going to 
Detroit in 1952. 
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Chicago Judge Calls 
For End Of ‘Obsolete’ 
Automobile Jury Trials 


After 47 years of court experience, 
his definite conclusion is that just as 
alcohol and driving don’t mix, so also 
juries and the automobile don’t mix, 
a judge told the February meeting 
of Casualty Adjusters Assn. of Chicago. 

Augustine J. Bowe, a chief justice 
for Chicago’s municipal court, after 
noting that his court is three years 
behind in the desposition of cases, stat- 
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ed “Either we’re sincerely trying to 
settle cases; or we’re running a con- 
fidence game.” 

The judge said a jury trial for 
auto cases is cumbersome, clumsy and 
completely archaic. He has no quar- 
rel with the jury trial system per se, 
he noted, but only with the automo- 
bile jury trial—which is as obsolete 
as is trial by ordeal. 

The average traffic accident, which 
after all is rather simple in its make- 
up, can be decided by a court in about 
one-fourth the time that a jury re- 
quires, Mr. Bowe stated. No one ex- 





THE 

OHIO 
CASUALTY 
GROUP 


Cash in Banks and Office - - - + = 


*Municipal and Listed Bonds- - - - - 


Real Estate — Book Value - - - - - 


(under 90 days)- - - - - = = = 12,894,471.36 

Interest Accrued - + - = = = = = 515,883.86 

Reinsurance Recoverable - = = = = 507,083.09 

ANNUAL Other Ledger Assets - - - = = = = 519,430.75 
: *Valuations on basis approved by the $98,027,408.46 


National Association of Insurance 
Commissioners. 


FINANCIAL 
STATEMENT 


Reserve for Outstanding Losses - - + $22,830,120.52 
Reserve for Unearned Premiums - - + 41,953,232.30 
Reserve for Taxes and 
Current Expenses - - - = © -- 2,572,628.26 
For the Reserve for Reinsurance - = = = = = 112,168.96 
Other Liabilities - - = = = «© © = 1,030,529.12 
year ended 
: $68,498,679.16 
December 31 
’ Capital Stock - = = $ 2,500,000.00 
1960 Net Surplus - - «= = 10,000,000.00 
Voluntary Reserve « 17,028,729.30 
Policyholders Surplus= = = - - - - 29,528,729.30 
$98,027,408.46 
To all our agents, thanks and appreciation for the important 


part they have played in our continued progress. 
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WEST AMERICAN INSURANCE CO., Los Angeles, Calif. 
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pects a hand-made auto any more; 
why should anyone expect a hand- 
made type of trial? 

The judge said that either the auto 
jury trial is declared obsolete, or some 
form of commission will be inevitable 
—and he would not like to see the 
emergence of this latter method. 

Law students in 25 years will never 
be able to believe, as they read their 
law history books, that so overwhelm- 
ing a number of auto cases were tried 
by jury—complete with hand waving, 
and Fourth of July type oratory, Mr. 
Bowe said. 

The judge had a solution to the 
problem. Anyone who really wants a 
jury trial should be made to pay the 
price of the jury (which the city is 
now paying). This would apply to ei- 
ther plaintiff or defendant; whoever 
is asking for the jury trial would pay 
for it. 

Should the defendant desire the jury 
trial, Mr. Bowe stated, he would be 
guaranteed one within six months— 
this being an effective way of discour- 
aging those companies, and there are 
about 10 such in Chicago, that file for 
jury trial only to avoid the immediate 
paying of claims. 

This system has been extremely 
successful in Los Angeles, Mr. Bowe 
noted. The backlog situation there was 
actually worse than is Chicago’s right 
now—but the system resulted in 80% 
less auto jury trials. The judge said 
he hopes to introduce and have the 
California plan approved in Chicago. 


Judges Approve Plan 


The Cook County Jury Verdict Re- 
porter last week reported that Chi- 
cago’s municipal court judges “lost no 
time in approving a recommendation 
by Francis X. Poynton, administrative 
assistant to Chief Justice Augustine 
J. Bowe, that jury fees be raised from 
$6 to $12 for a six man jury and $100 
for a 12 man jury, payable in advance 
of trial.’ 

The proposal now goes to the city 
council for approval, since this latter 
body passes on the finances of mu- 
nicipal court. Judge Bowe named a 
committee of judges to work out de- 
tails. 


Protection Mutual Moves 
Home Office From Chicago: 
Cites Geographical Trend 


After spending more than 73 years 
in Chicago, Protection Mutual has 
moved its home office to Park Ridge, 
Ill. ; 

Stating that it is following the ge- 
ographical trend of the industrial prop- 
erties for which it provides coverages, 
Protection Mutual built a one-story 
contemporary structure in the near- 
by Chicago suburb. 

Designed by Cooley & Barre & As- 
sociates, the silver, gray and black 
building features black face brick, alu- 
minum curtain walls, mosaic panels 
and glare-reducing glass. Completely 
air-conditioned, the building has park- 
ing facilities. 
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Monopoly WC, UJF 
Bills In Mich., But 
No Compulsory Auto 


LANSING—A Detroit legislator, 
Rep. Edgar Currie, has introduced a 
bill to create a state monopolistic 
workmen’s compensation insurance 
system. He started it off with a blast 
at “inadequate” payments and exor- 
bitant rates under the present system. 
Mr. Currie said some companies have 
been making “appalling” profits on 
WC, and he noted that insurers are 
permitted to set aside 1742% of premi- 
ums for commissions. The companies 
“fight many legitimate claims of in- 
jured workers to force favorable set- 
tlements and obtain even higher prof- 
its,” he said in an attack on “malig- 
nant lobbying influence of insurance 
interests.” 

Sens. Blondy, Detroit, and Nichols, 
Jackson, are co-sponsors of a bill to 
create an unsatisfied judgment fund 
to protect motorists against uninsured 
drivers. The measure would add a $10 
fee to the licensing charge for all un- 
insured motorists, putting the money 
in the proposed fund. The secretary of 
state annually would calculate the 
probable amount necessary to meet 
claims and, if the special fees were 
inadequate, would impose an assess- 
ment against auto insurers up to half 
of one percent of net premiums. 

Hare Abandons Crusade 


James M. Hare, secretary of state, 
apparently has abandoned his crusade 
to place a compulsory automobile in- 
surance law on the statute books. He 
was active in support of such legisla- 
tion for several years following his 
injury in an accident involving an un- 
insured motorist. 

In an address before the Albion Ro- 
taty Club, however, Mr. Hare said the 
problem of uninsured drivers is a 
“knotty” one but that he knows of no 
ready solution. He estimated the num- 
ber of licensed Michigan motorists 
who lack liability coverage at 10 to 
11%. Among the uninsured, he said, 
perhaps 70% lack any assets against 
which to levy in event of judgment. 

Compulsory laws in some _ other 
states, notably Massachusetts and New 
York, have “bred lawsuits and virtual- 
ly tripled insurance costs for car own- 
ers,” Mr. Hare admitted. Other states 
have enacted unsatisfied judgment 
laws, creating state funds from which 
claims could be paid. These have not 
been entirely satisfactory in their op- 
eration, however, he said, and both 
insurance companies and labor unions 
oppose them. 


WC Rates Down In La. 


The casualty and surety division of 
Louisiana Insurance Rating Commis- 
sion has approved an average reduc- 
tion of 0.6% in workmen’s compensa- 
tion rates, effective March 1. 

The changes include a 3.7% decrease 
for manufacturing risks, a 1.4% in- 
crease for contractors, and a 19% de- 
crease for all others. 


THE 
TRI-STATE GROUP 
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Big Gains For 
Interstate F.&C. 


Interstate Fire & Casualty and Chi- 
cago Ins., a wholly owned subsidiary, 
had 1960 consolidated gross adjusted 
earnings of $460,604 or $2.05 a share, 


compared with $294,489, or $1.31 a 
share in 1959. 
Statutory net income for 1960 


amounted to $164,413 or 73 cents a 
share, compared with a 1959 statu- 
tory net of $179,922 or 80 cents a share. 

Adjusted net income, based on allow- 
ance for 35% equity in the increase in 
unearned premium reserves and com- 
puted to reflect current federal tax 
rates and operating expenses was 
$253,713, or $1.13 per share. In 1959 
this figure was $1. 

Gross premiums written in 1960 to- 
taled $8,229,279, up 26%. Net written 
premiums and earned premiums in- 
creased 75 and 65% respectively. Re- 
alized net income from investments 
amounted to $255,270, compared with 
$130,410 in 1959. 

The combined loss and expense ra- 
tio of 97% is up from 91% in 1959. 

Interstate F.&C. operations will be 
expanded to Puerto Rico in 1961 and 
Chicago will be entered in six addi- 
tional states. Both companies are man- 
aged by Geo. F. Brown & Sons. 


Is Insurance Low-Paying? 
State Farm Agent Says No 


A recent letter in THE NATIONAL 
UNDERWRITER from an anonymous 
reader took issue with an article en- 
titled “Insurance Is Not Low-Paying 
Business According To OASI Data, 
Researcher Says.” 

Terming himself the “prosecution,” 
the reader quoted the researcher’s 
finding that the median annual wage 
for agents and brokers was $5,000— 
and compared this with the median 
annual wage for a carpenter foreman 
($8,600). 

Another reader, however, has doubts 
about this latest addition to the sub- 
ject. A local agent for State Farm 
companies at St. Petersburg, Fla., he 
signs his letter “Wes Morgan, Agent 
(Not Anonymous).” The letter is as 
follows: 


Began Four Years Ago 


I write for a so-called “direct- 
writer” and began as a new agent— 
without any previous agency or sales 
experience—about four years ago. My 
gross income was $7,065 my first full 
year in this business; $8,840 my second 
year; over $12,000 in 1960, and I fully 
expect to earn over $15,000 this year. 
This will be about double the earnings 
of that carpenter foreman, IF that man 
works steady all year—and very few 
of them do, especially with the present 
slump in construction all over the 
country. I find my business excellent 
—recession or not! 

Also, I work a five-day week and 
have not put in a full 40-hour week 
since my second year in this business, 
because it is just not necessary after 
one is established in this wonderful 
business of insurance. And most im- 
portant to me is that I am my own 
boss and set my own hours and loca- 
tion of business, with an eye toward 
good service to my policyholders and 
transient policyholders, but I have 
an excellent secretary and claims men 
and can take a three-weeks or one- 
month vacation every year. I have not 
had to do any doorbell ringing since 
my first six months in the business as 
my present policyholders refer 80% 
of my new business to me without 
any more effort on my part than giv- 
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ing good service to all my policyholders 
at good rates. 

All my office rent, secretary wages, 
advertising, phone, supplies, equip- 
ment, and etc., are tax-deductible; so 
my net income is probably greater than 
that carpenter foreman, too. And I 
really doubt the researcher that says 
an agent’s median wage is only $5,000. 

The defense rests! 

Russell F. Sammis Jr. has joined 
Wray, Couch & Elder agency of Hous- 
ton. A CPCU, he has been in the insur- 
ance business 14 years. 


Guarantee Mutual 
Plans To Deviate 


In a joint report to policyholders of 
Guarantee Mutual Fire, H. Ladd Plum- 
ley, chairman, and Clifford A. Peter- 
son, president, said that the company 
will operate on a deviated basis in 
New England, effective March 1. 

In order to make the change effi- 
ciently, Guarantee Mutual will be 
brought closer to Worcester Mutual 
Fire. Reinsurance has been arranged 
on a joint basis by pooling premium 
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production. Sales efforts have been co- 
ordinated. Worcester Mutual Fire is 
on a dividend basis. 

Guarantee Mutual wrote premiums 
of $1,552,000 in 1960, a 2% increase 
over 1959. Losses incurred were $427,- 
000. Earned loss and adjustment ex- 
pense was 41.9. Assets were up by 
4.3% to more than $2.5 million at the 
year end, while surplus increased 8.4% 
to $1,268,000. 

The Brenton agency of Huntington, 
Ind., has purchased the Al-Marco 
agency there. 


IT CAN HAPPEN HERE 





You can speak up for freedom right now 


Your dollars are needed to help build the American 
Freedom Center at Valley Forge. You can speak up for 
freedom by contributing Freedom Bricks. 

The Freedom Center will provide research and library 
facilities for all individuals, groups and organizations 
seeking to defend and interpret the free American system. 
It will house the award-winning materials of over one 
million entries in Freedoms Foundation’s eleven annual 
National Awards Programs. 

Freedoms Foundation was founded in 1949 to help 
maintain the American Way and pass it on intact to each 
generation. You can strike an effective blow against 
communism by joining Freedoms Foundation’s FOR 
AMERICANISM program. The Foundation is nonprofit, 








“My dear son 


I am so sorry you are going to 
have to live under Communism. 


It seemed to come so quickly. 
I didn’t think their lies could win. 


I guess we were so busy 
with other things. 


Not enough of us spoke up for 
freedom when we had the chance.” 


nonpartisan, nonsectarian. Membership is open to all 
patriots. Dwight D. Eisenhower is Honorary Chairman. 


nn 
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FREEDOMS FOUNDATION 
VALLEY FORGE, PA. 





Yes, I want to help build The American Freedom Center. 





Here is $ for Freedom Bricks at $1 per 
brick. 
as an additional contribution 


to make me a member of Freedoms Foundation. 


Name 





Address 





i 
| 
| 
| 
| 
| 
| 
| 
| I am enclosing $_____ 
| 
| 
| 
| 
| 
| 
! 


City. Zone State 








GENERAL FIRE AND CASUALTY COMPANY 


Home Office: 1790 Broadway, New York 19, N.Y. 
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III Achievements, 
Hopes Are Related 
To Chicagoans 


An accounting by J. Carroll Bate- 
man, general manager Insurance In- 
formation Institute, of the activities of 
IlI, past and projected, was given to 
an overflow audience of the members 
of the Insurance Group of Union 
League Club of Chicago last week. It 
was the first meeting of the Insurance 
Group in 1961, and will be followed, 
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Chairman Walter G. Dithmer said, with 
another within 60 days at which the 
speaker will be one of the new insur- 
ance commissioners. 

Mr. Dithmer, who is midwest man- 
ager of III, said membership of the 
Insurance Group has been broken into 
four segments—fire and casualty com- 
panies and associations; producers of 
these organizations; life company and 
producer members; and attorneys, ad- 
justers, buyers and others with an in- 
surance interest. The life people were 
not invited last week on the supposi- 
tion that they would not take an in- 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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FLORIDA 


Unusual opportunities for: 


FIELDMEN—2—multiple line men with 
good casualty background 


CASUALTY UNDERWRITER—heavy gen- 
eral liability and compensation 


CLAIMS MANAGER—multiple line ex- 
perience 


Established Florida fire company expanding into 
casualty field has above openings. The company 
has an A+ rating, one million capital and over 
two million policyholders’ surplus. 


The men selected to fill these openings will start 
the casualty department and can grow as the 
company grows. 


We want men who are experienced in Florida, 
young, imaginative, sales-minded. Men who want 
to have an active part in building a company 
on a sound basis, and building a career for 
themselves. 


If this challenging opportunity interests you, 
send full details to W-57, NATIONAL UNDER- 
WRITER, 175 West Jackson Boulevard, Chicago 
4, Illinois. All applications will be acknowl- 
edged and be regarded as confidential. 





INSURANCE MEN 
TRAINEES TO EXECUTIVES 
Fieldmen 
Casualty Field Man to $8,500. 
Farm Field Man to $8,700. 
Multiple Line Field Man to $10,500. 
Adjusters 
Fire Adjuster to $7,000. 
B.I. and P.D. Adjuster to $7,500. 
Casualty Adjuster to $8,000. 
All Lines Adjuster to $8,500. 
Underwriters 
Fidelity and Surety Underwriter to $7,000. 
Automobile Underwriter to $7,500. 
Casualty Underwriter to $8,000. 
Fire Underwriter to $8,000. 


“Insurance Men see us first” 
Phone Jim Somers or Harold Frazier 
GODFREY PERSONNEL—HA 7-6727 








220 S. State, Suite 412, Chicago, Illinois 














WANTED 
SUPERVISING GENERAL AGENCY 


A small, highly regarded New England 
stock company chartered to write all lines 
except Life is interested in entering sev- 
eral additional states and seek close work- 
ing arrangements with an able and 
experienced Supervising General Agency 
in the states where the company decides 
to enter. An exchange of ideas is invited. 


SPECIAL AGENTS 


Expanding multiple line independent stock com- 
pany offering opportunities for experienced 
Special Agents in Northern Illinois, Indiana, 
Dallas, San Antonio-Austin area, Utah, Wash- 
ington State and Southern California. Good 
starting salary. Company car furnished. Send 
resume to Mr. C. D. Hays, National Automobile 
and Casualty Insurance Company, 639 South 
Spring Street, Los Angeles 14, California. 








STATE AGENT for NORTHERN 
and CENTRAL Florida 


Excellent opportunity for man with required 
qualifications. Send full resume as to ex- 
perience, salary, age, etc., to ‘Personnel 
Director." All answers will be kept confi- 
dential. 
Pacific Insurance Company of New York 
12 Gold Street 
New York 38, New York 








UNDERWRITING SUPERINTENDENT 


The Midwest Department of a national well 
known stock company has an opening for a 
casualty underwriting superintendent to super- 
vise the casualty operations in Chicago. Excel- 
lent salary for man who qualifies. Please give 
details in reply to W-49, National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Illinois. 








Write W-53, National Underwriter, 175 

W. Jackson Blvd., Chicago 4, Illinois. 
AGENCY FOR SALE 

In Southern California, General Insurance 


Agency, approx $140,000 volume. Clean, 60% 
fire & HO. No target accounts. Price I'/2 time 
one year commission. $15,000 down, balance 
over 5 yrs. Agency located in City of 100,000 
plus 300,000 drawing power. XLNT climate and 
only 40 miles to Los Angeles. Write to W-5I, 
National Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








FIELDMEN WANTED 


National Grange Mutual Insurance Co., multiple 
line, wants fieldman for Illinois (LaSalle office) 
and Ohio—Columbus area. Age 25-45. Car, 
salary, expense account, company benefits. All 
replies confidential. For personal interview 
write: H 
J. M. Rickabaugh 
Western Agency Mgr. 
2448 Western Ave. 
“ Park Forest, Illinois 








CASUALTY UNDERWRITER 


Excellent opening in Kansas City service office 
for a man with several years casualty under- 
writing experience. Please call Mr. Harper at 
Kansas City Office—Baltimore 1-5255 or Mr. Eby 
at Chicago Office—Wabash 2-5463 to discuss. 


General Accident Group 








FIELDMAN 
RARE OPPORTUNITY 


for a Multiple Line Man. Exceptional Merchan- 
dise, Package Deals, Top Commissions and con- 
tracts to offer. We pay salary, bonus and insur- 
ance benefits, furnish car and expenses INDI- 
ANA. Write to W-7I, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 








ih. 


Head table group at the meeting last week at Union League Club of Chicago 


February 24, 1961 


to hear J. Carroll Bateman of Insurance Information Institute: State Sen. J. 
Russell Arrington; Mr. Bateman; Walter G. Dithmer, midwest manager of III 
and chairman of the club’s Insurance Group, and E. F. Gallagher, manager 
Chicago Board, who introduced Mr. Bateman. 


terest in the activities of a purely 
fire-casualty operation. 

Mr. Bateman was introduced by Eu- 
gene F. Gallagher, manager Chicago 
Board of Underwriters, who performed 
this function in his usual fine style 
which includes a mixture of witty ob- 
servations delivered in the patented 
Gallagher fashion. 

Public relations is not much more 
than the use of common sense, Mr. 
Bateman declared in his address. For 
an industry, he said, it consists of un- 
dertaking policies and actions that are 
in the public interest, followed by pub- 
lic education of the business involved. 
The latter can be accomplished through 
the use of mass media techniques such 
as newspaper publicity, talks before 
organized groups, film strips, etc. 

He said the duties of III consist 
of taking the pulse of the public and 
reflecting it to the management of in- 
surance in such a way as to provide 
useful information in the making of 
policy. 

III has a staff of only 35, and yet it 
must get its message to 180 million 





Insurance Analyst for Boston 


New York consulting firm. Appiicant to 
join our staff. Knowledge of property and 
casualty lines essential as well as ability 
to survey insurance schedules and prepare 
written reports, principally for large corpo- 
rate risks. Salary and profit-sharing ad- 
justed to qualifications. Write to W-9, 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








FOR SALE 


Small Local Agency. City in Shenandoah Valley 
of Virginia. Leading Stock companies. Mostly 
Personal Accounts. Gross Commissions $10,000. 
Write to W-70, National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 








WANTED—FIRE INSURANCE ADJUSTER 


with minimum 5 years’ experience to work 
in Kansas City, Mo. area. State age, expe- 
rience, salary requirements to W-69, Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








WANTED 


A large managing general agency with surplus 
of monies looking to purchase unearned pre- 
miums in automobile physical damage. For 
details write te W-72, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Illinois. 











WANTED—BOOKKEEPER 


Male or Female qualified to handle entire in- 
surance agency bookkeeping operation. Full 
time. We are on IBM. Must have experience. 
Good salary, 5 day week, group insurance. Call 
or write John Lindt, Lindt-Walquist & Co., 175 
W. Jackson Blvd., Chicago 4, Ill. Phone HArri- 
son 7-2661. 











people. To do so, Mr. Bateman ex- 
plained, the help is needed of the pro- 
ducer force and the field men, and III 
has tried to build up liaison with these 
groups so that information can be 
transmitted both ways and the indus- 
try can be interpreted to outsiders. 

Mr. Bateman’s talk was illustrated 
with a set of slides showing some of 
the tangible results III has achieved 
in its first year in the way of news- 
paper stories, articles, pamphlets, mag- 
azines, booklets, etc. 

Commenting on the future, he said 
there is an astonishing population 
growth taking place that will expand 
insurance needs in many directions, 
some of them in problem areas such 
as an expected 53% increase in 10 
years in the 16 to 25 age bracket with 
the concomitant new crisis in the young 
driver group. 

III is about to embark on a coor- 
dinated program with high schools 
and colleges to get the insurance story 
told to this rapidly enlarging popula- 
tion segment, and a full-time educator 
will head this effort. 

At the head table was Russell Ar- 
rington, state senator from Evanston 
and general counsel of Combined of 
Chicago. Director Joseph Gerber had 
been invited to sit in also, but he was 
attending Arizona Insurance Day and 
his deputy, Vernon Rosenthal, was ill 
and could not attend. 


Landis Pelletier & Parrish 
Makes Several Changes 


A number of changes and additions 
were made on the executive staff of 
Landis Pelletier & Parrish, Pacific coast 
multiple line managing general agency. 

Geo. M. Parrish has been elected 
executive vice-president; Clayton Tis- 
dale resident vice-president; Dean 
Cassidy resident secretary of southern 
California; R. H. Collins Jr. assistant 
vice-president, and Alan Hargrave, A. 
W. Lidgate, Burton L. Grant and Rob- 
ert Fitzgerald assistant secretaries at 
the main office in San Francisco. 

G. A. O’Sullivan, Herbert Fleishaack- 
er Jr.; J. A. Cassidy and R. A. Chap- 
man were reelected vice-presidents, 
and Walter A. Weber treasurer and 
secretary. Philip F. Landis continues 
as chairman and F. J. Pelletier presi- 
dent. 

Established in 1898, the agency main- 
tains offices in San Francisco, Fresno, 
Los Angeles, Oakland, Portland, Sac- 
ramento and Seattle. 
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FteNATIONAL UNDERWRITER 


S. C. Forum Eyes Current Problems 


(CONTINUED FROM PAGE 9) 
said he thought the compulsory 
would be reenacted. 

Under South Carolina’s mandatory 
uninsured motorists coverage, why was 
a $200 PDL deductible adopted? Mr. 
MeNair said many motorists carry $100 
deductible PHD, and legislators 
thought the public was educated to the 
deductible. The expense of a lower 
deductible, legislators thought, would 
be too great. 

He added that the legislature is 
greatly concerned over placing clean 
risks in the AR plan and if too many 
go into it, there will be no alternative 
but to prevent surcharges so they do 
not have to pay a penalty. 


Fire And Windstorm 


Mr. Gold was moderator of the panel 
on fire and wind. Members were James 
P. Stevens, state senator; Richard 
Singleton, manager South Carolina 
Inspection & Rating Bureau; J. Alex 
Smith, Myrtle Beach agent, and W. 
Freeman Dance, southern manager of 
the fire and EC department of Fire- 
man’s Fund. 

Mr. Gold observed that the Caro- 
linas share a problem of wind exposure 
in the beach areas. More stringent 
building codes will help. The agents’ 
associations have helped in obtaining 
coverage. North Carolina has adopted 
a mandatory deductible of $100 in 
beach areas and $50 inland. The public 
has accepted this quite well, and he 
said he favored this to radical rate 
increases. 

What about permitting insurers to 
charge above manual rates as a means 
of alleviating market stringency in 
such instances? Mr. Gold said his state 
permits this for nonadmitted insurers. 

Mr. Stevens said there is $121 mil- 
lion worth of property in the Mrytle 
Beach and Strand area, and at present 
only 50 companies are writing EC 
there. However, these companies state 
they are writing more EC in the beach 
areas now than before the hurricanes 
—which may be the case since more 
property owners are interested in buy- 
ing it. His concern is with the property 
nearest the sea, which is very hard 
to place. 

Many new structures in the past 
few years have been erected on pil- 
ings well away from the danger of 


bill 





CADILLAC ASS@CIATES, INC. 
Insurance Division 

29 E. Madison Bidg. 

Chicago 2, Illinois 


e As the country’s largest executive 
placement service, we can find a man 
the career opportunity ef a lifetime. 

e Our national coverage puts us in 
touch with employers in any part of 
the country. 


e@ Employers call on us in their search 
fer EXECUTIVE Personnel. 


e@ Opportunities are currently available 
in all categories: LIFE, FIRE, CASU- 
ALTY, BOND, A&H. 

e@ CADILLAC is where more executives 
find their positions than any where 
in the world. 


H. J. ROBERTS, 
Manager - Insurance 


All inquiries and contacts 
are confidential. 








wave wash, Mr. Gold said, and this 
has helped. Mandatory deductible with- 
out a buy back has worked in Florida, 
North Carolina and elsewhere. Stiffer 
building codes will help. 


Public Notified First 


Why are rate changes announced to 
the public before they are to agents? 
Mr. Singleton said this doesn’t happen. 
His organization tries to have con- 
current release of information to agents 
and the public. 

What about merit rating homeown- 
ers? Mr. Singleton said he knew of no 
program of applying merit rates to 
homeowners. Mr. Dance said that his 
company’s experience on dwellings 
worth up to $2,500 is 100%, and on 
property insured for $2,500 to $5,000 
it is 65%. From that point on the loss 
ratio is acceptable. The homeowners 
experience has been good. The mini- 
mum amount insurable under home- 
owners is $8,000, which means the 
insurers are getting the better dwell- 
ings and more insurance to value. 

He said he would not guess what the 
experience on the non-homeowner 
business will be when all the better 
dwellings have been removed. 

At the panel on qualifications for 
companies and agents the moderator 
was Commissioner Rinehart of Ala- 
bama. William S. Hendley of Mutual 
Life of New York, Columbia, past 
president of National Assn. of Life 
Underwriters; J. Edwin Schachte, 
Charleston, past president South Caro- 
lina association; John Ripendelli of 
the Florida department, and Mr. Gold 
were members. 


Can Usually Be Reached 


What happens when a company 
withdraws from a state but continues 
to do business there through the mails? 
Mr. Rinehart said he has found that 
in most cases the insurer can be 
reached. Also, it can be discouraged 


by public announcements and other 
means. 
For agent’s qualification, Mr. 


Schachte favors an apprenticeship pe- 
riod or an educational requirement. 
Mr. Hendley said he thought the age 
minimum should be 21. In Florida, 
Mr. Ripendelli said, the department 
studied qualification when it revised 
its code recently. There are, he said, 
three levels—the industrial life agent, 
the regular life agent, and fire-casu- 
alty agents—the latter requiring the 
most qualification via age, education, 
apprenticeship, etc. 


Problem One Of Cost 


Last year the Florida department 
“worked” 3,547 A&S claims, Mr. Rip- 
endelli said during the A&S panel. 
Robert Carey, director of the personal 
A&S department of John Hancock Mu- 
tual Life, was moderator. Dr. J. P. 
Cain, Mullins, president South Carolina 
Medical Assn.; Glenn Searcy, superin- 
tendent Medical College Hospital, 
Charleston, and William Sandow, di- 
rector of Blue Cross and Blue ‘Shield 
at Columbia, were the other members. 

Would a paid-up A&S policy at age 
65 help combat government insurance? 
Mr. Carey said three or four compa- 
nies now issue such a policy, but it is 
expensive. 

How can those without A&S be 
covered so there won’t be socialized 
medicine. Dr. Hall said the problem is 
one of cost. The coverage would have 
to be provided at a cost that could be 
afforded. Claims frequency above 65 
is very high, higher than in any other 
group. Most of the complaints about 
coverage comes in the area of claims 


or claim settlement. “I believe the in- 
surance industry has been performing 
reasonably.” 

Mr. Carey said many insurers now 
are working to expand their writings 
in this area, improve policies, etc. 
Some 250 companies are writing senior 
citizens, perhaps as many as 4.5 mil- 
lion. Conversions from group cover- 
age are being permitted. 

What about over-use of A&S cov- 
erage by insured? Mr. Ripendelli said 
many companies insert a pro rata 
clause. Such policies could again be- 
come “depression income.” 

Dr. Cain commented that the insur- 
ers make real demands in the forms 
they require doctors to fill out. One 
difficulty is lack of uniformity. His 
secretary, he said, has to be very ef- 
ficient. Even so “we steadily run be- 
hind in getting out these reports be- 
cause the companies want so much 
detail. Searching out reports and 
files takes time.” 


A minimum premium increase from 
$5 to $10 on public official bonds as 
filed by Surety Assn. of America will 
be the subject of a hearing Feb. 28 by 
the North Carolina department. 
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Rocky Mountain 
Managing GAs Elect 
C. C. Robb President 


C. C. Robb, E. W. Shaw Co., Den- 
ver, has been elected president of 
Mountain States Assn. of Managing 
General Agents. 

D. A. Dahmer, Ritter general agen- 
cy, and William J. Mulligan Jr., J. H. 
Silversmith, both of Denver, have been 
named vice-president and secretary- 
treasurer, respectively. 


Bailey To Newark Casualty 


Post For Atlantic Mutual 

Atlantic Mutual has appointed Rob- 
ert A. Bailey casualty supervisor at 
Newark. He joined Atlantic Mutual 
in 1957 and has served as a compensa- 
tion and liability underwriter in the 
metropolitan department at the home 
office. 

Previously he was with U. S. F.&G. 
as an underwriter and special agent 
and later was in the local agency field. 


Preferred of Grand Rapids has been 
licensed in New Jersey. 










for complete information. 


CENTRAL CasUALTY COMPANY 


1633 Central Street 


Evanston, Illinois. 


DAvis 8-9600 


CENTRAL CASUALTY COMPANY 


1633 Central Street, Evanston, Illinois 


Send me rates and information, on: 


[_] Long Haul Truck 
[_] Special Rated Auto 
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Company 
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City 


[ | Bus 


[ ] Excess Covers 
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HieNATIONAL UNDERWRITER 


Bugaboo Of Underinsurance Again Draws Insurers’ Fire 


(CONTINUED FROM PAGE 6) 
tices regarding protective devices and 
deductibles. 

Discussing motor truck cargo rates, 
he said that while Transportation In- 
surance Rating Bureau recommends 
that the annual premium be estimated 
according to the rating formula and 
divided by estimated gross receipts, 
this seldom results in a realistic and 
competitive rate because it is based 
on the highest limit, that is, the ex- 
treme radius of operations. As an al- 


ternative, he suggested a rate of $1 
or $1.25 per $100 gross receipts for a 
risk of five to 10 vehicles carrying 
general merchandise in a local area 
and subject to a nominal $50 deduc- 
tible on theft. 

That the truck cargo form has tra- 
ditionally been a specified peril cov- 
erage should not be too disturbing, he 
said, because the specified perils form 
has always provided coverage for most 
all of the normal hazards. Therefore, 
there shouldn’t be too much additional 


liability if one watches the exclusions 
to make sure they include unreason- 
able hazards. 

A trend which disturbs some under- 
writers, he said, is the writing of the 
contractors’ equipment coverage on a 
full blanket basis subject to monthly 
reports of values or an annual audit. 
Because it is difficult to define the 
exact type of equipment to be covered, 
there is a substantial area for misun- 
derstanding in event of loss. There is 
also the problem of getting insured to 











Here’s one time you WANT all your 
eggs in one basket 


When it comes to premium budgeting, you 
want to use the one plan that is best for you 
and your insureds. 

That plan is Afco, and it is best because it 
lets you combine all of an insured’s premiums 
—not just those of a particular company or 
group—under a single, pay-by-the-month 
arrangement. 

Probably the most important aspect of your 
independence as an agent is the freedom to 
place different coverages with various com- 
panies for your insureds. Afco, with more than 
500 subscribing agency companies, helps you 
maintain that independence—and gives you 
the complete budget package. 

Almost all individual company budget plans 


are limited to the policies of that company 
only. What’s more, if you are confronted with 
more than one company plan you run up 
against different forms, different instructions, 
different rate schedules—and no package. It is 
so much more practical to put all your eggs in 
one basket, and let Afco take care of it for you. 

With Afco, you get full premiums in cash 
right away, and this convenient premium 
budget plan can help you: 


«Sell more home and automobile policies 
«Sell higher limits 
«Sell more commercial policies 
*Reduce your operating costs 

Let your insureds know about the monthly 
payment package—you owe it to them. 
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maintain sufficient records of values in 
order to meet coinsurance require- 
ments. He said that his company writes 
the business only under a_ specified 
peril form. 


Subject To Judgment Rating 


There is probably no_ substantial 
non-regulated inland marine class that 
is more subject to judgment rating by 
the underwriter than is contractor’s 
equipment, Mr. Elliott declared. Usu- 
ally, however, there is a reducing rate 
as the size of the risk increases. Past 
experience, he said, should be an im- 
portant consideration in rating this 


class. 
He noted that in writing coverage 
for floor finishers, electrical and 


plumbing contractors and carpenters, 
the equipment used is of nominal value 
and scheduling is not practical. This 
coverage, therefore, is usually written 
on a blanket basis subject to coin- 
surance and with the usual $25 de- 
ductible on theft to eliminate nuisance 
claims. 

It is not uncommon for contractors 
to leave their equipment on the job 
site, this affording an extreme theft 
exposure. Because low values are usu- 


‘ally involved, a 3% rate with a $25 de- 


ductible would not be excessive, he 
remarked. 
A number of insurers are now writ- 


| ing a no-limit bailees customers policy, 


Mr. Elliott said. For those companies 
that have automatic reinsurance fa- 
cilities, there is nothing wrong with a 
no-limit policy, provided the under- 
writer is satisfied that he has the 
correct information about the risk. 
The TIRB rating formula is generally 


| used by mutual companies, but because 
|of changes in the business, the for- 


mula must usually be modified as par- 
ticular conditions warrant, he said. 
Cites Policy For Dry Cleaners 

He cited the bailees policy on dry 
cleaners in which the annual liability 
is determined by multiplying gross 
receipts by the factor of 25. This for- 
mula was developed in the days when 
the average value of the clothes to be 
processed was $25, and the cleaning 
charge would be $1 per garment. How- 
ever, cleaning charges have increased, 
say to $1.50 per garment. By multi- 
plying $1.50 by 25, the average value 
per garment would be $37.50, instead 
of $25. So, the factor of 25 is not a 
magic number and must be adjusted 
according to the circumstances, he said. 

Don N. Varney, Badger Mutual, dis- 
cussed the new public and institutional 
property program. He said it is de- 
signed largely to meet the Factory 
Mutuals’ competition and the subse- 
quent filings of a large stock company 
group. It was devised by Inter-Re- 
gional Insurance Conference, first ap- 
proved in Ohio and is now used in 23 
states. The major appeal of the form 
is price. Using admittedly incomplete 
figures, Mr. Varney said experience 
seems to justify the reduction of 25% 
for fire and 50% for extended cover- 
age, vandalism and sprinkler leakage. 

Public buildings have long been re- 
garded as good risks, he declared, and 
there is considerable prestige, particu- 
larly at the local agency level, in writ- 
ing both public properties and those 
of large institutions. This, coupled with 
the pressure on public, charitable, re- 
ligious and educational bodies to re- 
duce expenses, has made competition 
particularly acute. 
Not Enthusiastic About Business 


The audience reaction indicated that 
most companies represented are not 
enthusiastic for this business at the 
present rate level, but that the execu- 
tives of many feel they will have to 
accept it for agency and prestige rea- 
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sons, and a number of companies al- 
ready have some lines in force. 

A new feature, billed as “Under- 
writing Quickies,” consisted of brief 
talks on currently prominent problems. 
It was so popular that there was strong 
sentiment for more time to be allotted 
to it next year. James B. Rathbun, 
Michigan Farm Bureau Mutual, dis- 
cussed aluminum siding; Homer Pifer, 
Shelby Mutual, bowling alleys; James 
F. Bohn, West Bend Mutual, super- 
markets; J. G. Griffin, Michigan Mu- 
tual Automobile, self-service laundries 
and Donald A. Tripp, Mutual Rein- 
surance Bureau, variety stores. 


Continue In Bad Graces 


Mr. Pifer said bowling alleys con- 
tinue to be in the bad graces of un- 
derwriters. 

Some companies which he queried 
refuse to write this business and others 
show little uniformity on what points 
they deem most dangerous. He said 
he has been in close contact with 
American Machine & Foundry, which, 
unlike Brunswick-Balke-Collender, 
rents its automatic pin-spotters instead 
of selling them and consequently is 
decidedly conscious of the fire hazard. 
He said he believes that most people 
misunderstand the difference between 
refinishing and resurfacing alleys and 
that has misled underwriters. Amer- 
ican Bowling Congress requires that 
approved alleys be resurfaced at least 
every two years and a very busy es- 
tablishment may do this at six-month 
intervals. The tolerance allowed by 
ABC standards is so small that this 
work must be done by experts. Most 
alleys, however, are refinished more 
often and here is where Mr. Pifer 
thinks the danger lies—that this work 
may not be done by qualified people 
and, hence, presents a fire hazard. 
This should always be checked. Other- 
wise, the usual standards—housekeep- 
ing, exposures, character of patronage, 
etc.—should be applied. 

Mr. Bohn said most companies in 
the conference will accept supermar- 
kets, but with considerable caution. 
The large floor area is the major bug- 
aboo and the trend toward fewer and 
larger stores is making this still more 
serious. Other common _ undesirable 
features are few columns supporting 
the roof and false ceilings containing 
heating and air-conditioning ducts. 
Despite this, Mr. Bohn said he is con- 
vinced that the experience with these 
risks is good—with, surprisingly, the 
loss ratio on contents being better than 
on dwellings. In fact, with homeowners 
siphoning off dwelling business, super- 
markets now show better experience 
than dwelling fire risks. 

Mr. Bohn said that Qualified Risks 
Mutuals in Wisconsin have provided 
agents with a market for large lines 
for these risks in his state and sug- 
gested that similar pools be considered 
in other states. 


Should Consider Like Others 

Except for vandalism insurance, Mr. 
Griffin thought self-service laundries 
should be considered just the same as 
other risks—and rejected for just 
the same reasons and no others. There 
are risks operated by responsible, sol- 
vent business men, and there are 
those set up by shoestring operators 
to make a quick dollar. Such factors 
as lack of supervision, neighborhood, 
type of patrons, etc., should naturally 
be taken into consideration. 

Mr. Griffin said some companies do 
not think vandalism cover can or 
should ever be written, while others 
think the trouble is that the rates 
are ridiculously low. 

Because time ran out, Mr. Tripp 
confined his comments to a statement 
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that he thinks variety stores have 
essentially the same problems as su- 
permarkets. 

The final speaker, Donald T. Haw- 
kins, manager of Mutual Loss Re- 
search Bureau, explained the work of 
his organization. 

At the close of the session, Howard 
Cullimore, Snake River Mutual, who 
is chairman of the fire and allied lines 
conference of National Assn. of Mutual 
Insurance Companies, announced that 
his conference will not hold a separate 
meeting during the NAMIC annual in 
New York this fall. The casualty con- 
ference has followed the multiple line 
trend so well that fire conference 
members will instead be urged to at- 
tend those sessions. 


Remington In New Post At 
III Pacific Coast Office 


Ronald L. Remington has_ been 
named to the newly created post of 
assistant director of Insurance Infor- 
mation Institute’s Pacific coast office 
at San Francisco. He is a recent public 
relations graduate of San Jose State 
College. He was formerly with Ala- 
meda County United Fund as speakers 
bureau director and has served sev- 
eral San Jose social service agencies 
in various public relations capacities. 
Myles W. Smith is director of the 
office. 

Region IV Insurance Women 
To Meet At Columbus, O. 

Insurance Women of Columbus, O., 
will be hostesses to the 16th annual 
conference of region IV, National Assn. 
of Insurance Women, to be held at 
Neil House, March 10-12. Forty-two 
clubs will be represented from Michi- 
gan, Indiana, Kentucky and Ohio. Miss 
Gwen Glandon of Buckeye Union is 
general chairman of the conference 
committee. Mrs. Frances Schneider, 
Weber Insurance agency, Toledo, re- 
gion IV director, has planned all work- 
shops and will preside at all business 
sessions. 

Melvin E. Tharp, advertising man- 
ager Columbus Dispatch & Citizen- 
Journal will be the keynote speaker. 
Among the special guests will be Mrs. 
V. J. Sullivan, Tulsa, 1st vice-president 
of the national association; Gov. Mi- 
chael Di Salle; Insurance Superintend- 
ent Edward A. Stowell, and Mayor 
Ralston W. Westlake of Columbus. 
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““ANOTHER SUCCESS!” 


reports Everett Stelzner, 
St. Paul Agent, 
Edina, Minn. G& 





“Sold! Five policies to one new customer with 


ST. PAUL'S AUDIO-VISUAL” 


‘Best selling partner I ever had,” says 
Everett Stelzner, St. Paul Agent, about 
his Audio-Visual Unit. ‘‘Prospective 
customers are fascinated. In one call, 
I sold five policies. I guess it’s true, 
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one picture is worth a thousand words! 
At St. Paul, we believe in Audio-Visual. 
Already we are producing our own 
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The Agency System... 
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films. These films dramatize risks. Help 
people remember up to 84% more of 
the sales message. Results in a greater 
proportion of sales for our Agents. 

Get full details . . . and find out how 
you can be a successful St. Paul Agent 
by writing to your nearest St. Paul 
Branch Office. 
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American Equitable Assurance Company 


of New York 
Organized 1918 


Globe & Republic Insurance Company of America 


Established 1862 


New York Fire Insurance Company 


Incorporated 1832 


CORROON & REYNOLDS GROUP 


92 William Street 
New York 38, N. Y. 


Aetna Casualty In 
Profitable Year 


Combined operations of Aetna Cas- 
ualty and Standard Fire in 1960 pro- 
duced an underwriting profit of $3,- 
615,000. 

An equity of $1,812,000 on a large 
block of fire business reassumed from 
reinsurers on Jan. 1, 1960, together 
with a net credit of $880,000 against 
Hurricane Donna losses, drawn from a 
catastrophe reserve, brought the total 
underwriting profit to $6,307,000 or 
1.7% of earned premiums. Premiums on 
casualty, fire and marine, and bond 
business reached a new high of $381 
million. 

At the end of 1960, policyholders 
surplus of Aetna Casualty was $234 
million, and that of Standard Fire was 
$16.4 million. Assets of the two com- 
panies rose $62 million and $3.7 mil- 
lion, respectively, to $734,342,293 and 
$37,351,123. 


Moody Is Insurors 


Of Tenn. Assistant 

Nels Moody has been appointed as- 
sistant executive secretary of Insurors 
of Tennessee. He has been in the air 
force 20 years, retiring last December 
at the age of 39 as a lieutenant colonel. 


Mich. Field Men Name 


DeBoer Assn. President 


Richard J. DeBoer, state agent of 
Fireman’s Fund at Grand Rapids, has 
been elected president of Michigan 
Capital Stock Insurance Assn. to fill 
out the unexpired term of James C, 
McKinley of Aetna Fire, who has been 
transferred from Lansing to St. Louis. 


C. W. Wagner agency of Portland, 
Ore., has appointed H. R. Greening 
agency manager. 
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Fidelity and Surety 
Comprehensive General 
Automobile 
Reinsurance 


Excess Limits 


TWX + PH 1587 


SURPLUS LINE AGENTS 


BINDING 


Teletype unit installed in your office at our expense 
to give you instant replies to your inquiries. 
All lines of coverages—written in 20 year old company. 


* Primary coverages in Pennsylvania 


* Surplus lines written through licensed agents in other states which permit non-admitted carriers to write liability 


cer, 


EMPIRE MUTUAL INSUR 


220 South 16th Street 
Philadelphia, Pennsylvania 


Owners, Landlords, and Tenants Liability 





ANCE COMPANY 


FACILITIES— 


Manufacturers and Contractors 
Garage Liability 
Liquor Liability 
Retrospective Contracts 


(a) Physical Damage 
(b) Auto Liability 


PHONE KINGSLEY 6-0480 
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National Fire Has Year 
Full Of Plus Signs 


National Fire and its subsidiary 
Transcontinental had consolidated net 
income from operations of $4,612,975 or 
$9.23 per share in 1960. Surplus in- 
creased $4,868,646 and reached an all- 
time high of $78,052,121 on Dec. 31. 
Admitted assets also increased, to 
$163,007,098, up from $155,563,787 in 
1959. 

The companies wrote consolidated 
net premiums of $66,438,766, a gain of 
1.7%. Eliminating a sizable non-re- 
curring reinsurance of Continental 
Casualty’s fire business in 1959, pro- 
duction from agency and all other 
sources increased 7.3%. 

As a result of heavy losses arising 
out of the hurricane which struck the 
east coast in September, statutory un- 
derwriting gain was $56,360, compared 
with a gain of $701,308 in 1959. In- 
vestment income before federal income 
taxes and exclusive of capital gains 
and losses increased from $4,223,359 
to $4,718,746. 

The combined ratio of losses and 
expenses to premiums was 99.8%, 
compared with 95.9% in 1959. 


Fluty Retires To 


Serve As Consultant 


Holly W. Fluty, vice-president and 
counsel of General Re, has availed him- 
self of the option 
of early retire- 
ment. He plans to 
serve as a consult- 
ant to companies 
and self-insurers 
on legal and loss 
procedures and op- 
erations. 

After practicing 
law in Kentucky, 
i Mr. Fluty began 
SS ie. his insurance ca- 

reer in 1925 as a 

nes ditties special attorney 

with Maryland Casualty in Baltimore. 

Later he was with Aetna Fire group in 

Hartford for more than 20 years, prior 
to joining General Re. 


AFIA Honors Arpert And 
Terhune On Long Careers 


Two American Foreign Insurance 
Assn. executives—Eric Arpert, finan- 
cial vice-president, and Albert Ter- 
hune, secretary—were honored at an 
anniversary luncheon by past presi- 
dents of the organization and the ex- 
ecutive committee of the AFIA Le- 
gion. Mr. Arpert has been with the 
firm 40 years and Mr. Terhune 35 
years. 

Mr. Arpert has handled brokerage, 
fire losses, agency records, annual 
statements, advertising, banking and 
investments for AFIA. He was named 
assistant secretary in 1938, secretary 
in 1942 and secretary-treasurer the 
same year. He was advanced to as- 
sistant general manager in 1954, to 
vice-president and secretary of the 
board in 1956, and to financial vice- 
president in 1960. 

Mr. Terhune began in the fire un- 
derwriting department in New York 
and later was staff assistant in Paris. 
After returning to New York, he was 
named fire underwriter in 1948 and 
superintendent of foreign administra- 
tion in 1953. Since 1959, he has been 
liaison officer for branches in Europe, 
North Africa and parts of the Middle 
East. 
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Recognize Limits Of A&S Business: Brower 


(CONTINUED FROM PAGE 1) 
President Millard Bartels, chairman of 
the insurance executive committee of 
Travelers. 

Determining the point where private 
insurance will leave off and govern- 
ment take over, Mr. Brower said, may 
well mean collaborating with govern- 
ment agencies in an all-out campaign 
to find the facts that the insurance 
business has consistently said must be 
known before a valid government aid 
program can be tailored. 


Get Behind Good Program 


“We ought to be working with gov- 
ernment on such research. When we 
have the facts we will be in a position 
to get solidly—and publicly—behind a 
good government program covering the 
segment of the public that cannot be 
served by private enterprise,” he said. 

The health insurance business is be- 
ing criticized and questioned by seg- 
ments of the public that it has set out 
to serve because they feel that volun- 
tary insurance has yet to provide as 
much and as good a health service as 
they want, Mr. Brower declared. 

“Let us remember,” he said, “that 
a man who feels his insurance plans 
are providing what he wants will not 
demand or support a government in- 





Expect No 1961 Passage 
Of Kennedy Health Plan 


(CONTINUED FROM PAGE 2) 
ance Council in San Francisco, summed 
up the general feeling within the 
health insurance business. 

As Mr. Neal analyzed it, Congress 
has shown no disposition to give im- 
mediate consideration to a Kennedy- 
type program, let‘alone approve it this 
year. He pointed out that the Demo- 
cratic party lost seats in both the Sen- 
ate and the House in the elections last 
year. 

“This change is_ significant,’ he 
said. “In almost every case, the new 
congressmen can be considered con- 
servative on the health care issue, 
whereas the defeated incumbents gen- 
erally supported the more liberal so- 
cial security approach.” 

However, Mr. Neal reminded his au- 
dience, while it is true that changes in 
the makeup of the new Congress have 
occurred, there exists a somewhat more 
favorable situation for proponents of 
social security financing of health care 
for the aged than there was in 1960, 
when the issue was “under the shadow 
of Presidential veto.” 

The battle, Mr. Neal said, is not 
over, and it is impossible to predict 
what might happen in the second ses- 
sion of Congress in 1962, the tradi- 
tional time for social security amend- 
ments. “The point to emphasize is that 
social security health care legislation 
is by no means assured simply by the 
advent of the new administration.” 

Mr. Neal discussed the probable ef- 
fect of the White House conference on 
aging, which was held in January at 
Washington, His view, which he said 
he believes is shared by many who 
were at the conference, is that the po- 
sition of conservatives remains intact, 
despite certain adverse publicity de- 
velopments growing out of the confer- 
ence. 

“It is too early,’ he said, “te deter- 
mine the net effect of the conference 
as regards legislation at the national 
level. A logical surmise would be that 
it has made no change in the posi- 
tion of any member of Congress con- 
cerning health care for the aged.” 


surance plan. The best way to remove 
the specter of government programs 
and socialized medicine is for our plans 
to be so good that no one feels the 
need of something else. 

“There will always be some people 
we can’t insure and these people are 
the proper subject for government care 
programs. Let’s continue our efforts to 
cut this group to an irreducible mini- 
mum and then push hard for a realis- 
tic government program to aid these 
indigents,” Mr. Brower said. 

Mr. Motley, in a speech that was 
meant to jolt rather than to please his 
audience, pointed to the vacuum which 
as yet remains unfilled by private in- 
surance, but will soon become the pro- 
vince of the government if the indus- 
try does not act, and recalled that U. S. 
car manufacturers a few years back 
saw their markets being lost to foreign 
producers. They came around to pro- 
ducing competitive compact cars a 
couple of years late, but the point is, 
Mr. Motley said, that they finally got 
around to producing them because they 
were hurting. They did not sit around 


until government threatened to move 
in on them. 

Mr. Motley said that the medical 
profession, the insurance business and 
employers must act together, act soon, 
and stop reacting to government moves 
into a province which should be the 
preserve of private industry. As an ex- 
ample of such action, Mr. Motley sug- 
gested a package deal created by insur- 
ance people and sold to employers. 

In his keynote address, Mr. Bartels 
urged each of the many groups con- 
cerned with preserving a voluntary 
health system to interest itself in the 
performance record of other groups. 
He said, “The separate problems of the 
insurance business, the medical profes- 
sion, the hospitals, the nursing homes, 
the drug industry and various groups 
in the interested public such as the 
aged have in a sense been fused into 
one problem. No one group can afford 
any longer to be disinterested in poor 
performance by any component of our 
joint effort to assure all of our people 
an opportunity to enjoy good health.” 

The current voluntary system of 
health care was developed in accord- 
ance with American economic and 
political freedom, but, Mr. Bartels add- 
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ed, “the fact that it has worked well 
does not mean that it cannot be made 
to work better.” 

Insured and beneficiaries, Mr. Bar- 
tels said, have a right to expect great- 
er vigilance on the part of the insur- 
ance business. 

‘“‘When a charge by a doctor, a hospi- 
tal or the supplier of drugs and medi- 
cines is clearly beyond the level of 
reasonability, we must interest our- 
selves in that fact. For not only are we 
dealing, in a sense, with other people’s 
money, but the existence of such action 
uncorrected constitutes a source of in- 
fection to the voluntary system,” he 
declared. 

Mr. Bartels said the action of insur- 
ers should be subject to the same sort 
of close scrutiny. 

Much of the three-day meeting, 
which was attended by close to 600 
group insurance men was given over 
to a series of workshop sessions on 
such subjects as sales management, 
long term disability coverage, expense 
controls, health insurance for senior 
citizens, underwriting problems, groups 
under 25 lives, experience rating, pool- 
ing, reserves and renewal underwrit- 
ing. 


LARGE CAPACITY:-PROMPT SERVICE 


ON 


EXCESS LIMITS 


OVER PRIMARY OR SELF INSURED RISKS 





COUNTRYWIDE 


call or wrtle... 
JOHN R. WIEST, Vice President 
TELEPHONE . . . BOwling Green 9-9100 





‘Or New YORK 


ANE e NEW YORK 38, N. Y. 


CITIZENS CASUALTY COMPANY OF NEW YORK IS LICENSED 
IN ALL 49 STATES, DISTRICT OF COLUMBIA, AND PUERTO RICO 
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NACCA Gets Case When Adjuster Fails In Fundamentals 


(CONTINUED FROM PAGE 2) 

at lunch time boldly invited himself 
to lunch. The claimant graciously ac- 
ceded to this demand, but that evening 
I received a telephone call from claim- 
ant’s husband, who, when he had 
learned of the incident, retained me on 
the spot! 

Be careful about advising claimant 
against retaining an attorney. Some 
adjusters think that this strategy will 
keep recalcitrant claimants in line, but 


quite often it has the opposite effect. 
Some claimants will ask themselves, “I 
wonder why the adjuster doesn’t want 
me to retain an attorney?” and head 
immediately to an attorney’s office. I 
can recall a case I handled in Wisconsin 
where the claimant was considering 
retaining an attorney to seek advice 
concerning acceptance of a $300 settle- 
ment offer for a knee injury. The ad- 
juster advised her that such action was 
foolish, because out of the proffered 
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FORT WORTH, TEXAS 


RAYMOND &. BUCK 


$300 she would have to pay an un- 
necessary and exorbitant lawyer’s fee. 
Some seven or eight months later, this 
same adjuster sat at my desk and 
issued his company’s draft in the 
amount of $1,750. 

Avoid denying claims on the first 
visit with claimant in “no liability” 
cases. First impressions are not always 
accurate; neither are preliminary in- 
vestigations always accurate. Assure 
your claimant that you are still inves- 
tigating the matter and will contact 
him again within a reasonable time. 
This is important for several reasons: 

1. It enables you to obtain all the 
investigative information from a claim- 
ant which you might need later upon 
the entry of an attorney in the pic- 
ture, or the trial of a law suit. 

2. It gives you time, if needed, to 
convince claimant that he is not en- 
titled to payment; thus avoiding po- 
tential defense costs needed to secure 
that much sought-after verdict of “no 
cause for action.” 


Make Reasonable Offer 


Make a fair and reasonable offer 
to claimant. If adjusters made fair and 
reasonable offers on all occasions, 
plaintiff’s lawyers would have to resort 
to practicing some other specialty. Do 
not forget that claimants are not pro- 
fessional adjusters and do not know 
the value of a claim, especially their 
own. My experience has been that 
most claimants value their claims ei- 
ther excessively high or excessively 
low. Advise claimant what you think 
his claim is really worth, leaving 
yourself a little leeway, however, in 
order to give claimant the feeling that, 
in the end, he “upped” your offer 
somewhat. This little strategy also sat- 
isfies that small number of citizens 
who nurse a life-long desire to “beat” 
an insurance company. 

Don’t “penny-pinch” the claimant. 
If claimant has exaggerated his special 
damages in some minor respect, forget 
it. Above all, don’t make a “federal 
case” out of it. You might win your 
point and lose the claimant. 

Example: A married woman claim- 
ant who, suffering from a moderately- 
severe whiplash, offered to settle for 
the amount of her out-of-pocket ex- 
penses—$365—was challenged by the 
adjuster. He observed that her laundry 
bills were way out of proportion, and, 
in fact, they were. The result of this 
adjuster’s discovery was to provoke 
this woman into hiring an attorney. 
Several months later, this adjuster set- 
tled this case in my office for the 
amount of $1,500, laundry bills and all. 

I was retained on one occasion be- 
cause a woman, suffering from a frac- 
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tured arm, lost a debate with an ad- 
juster over the value of the sweater 
she was wearing at the time of the 
accident. 

Do your negotiating on a_ battle- 
ground on which you have a chance to 
win. When the liability is clear, allow 
the claimant his or her slightly exag- 
gerated out-of-pocket expense. Battle 
it out on the matter of an allowance 
for pain and suffering—there is an 
item where the claimants, surprisingly, 
can be more easily handled. It never 
ceases to amaze me how some clients 
are far more concerned over the dam- 
age to their automobile than over the 
pain and suffering caused by a broken 
leg, a severe whiplash, or the like. 

Be proud of your profession as an 
adjuster. This attitude “rubs off” in 
dealing with claimants. I once had an 
elderly woman client call me to a hos- 
pital where she was being treated for 
severe injuries suffered in an auto ac- 
cident. Hopefully, I took along an over- 
sized legal writing pad, ready to take 
down all the facts surrounding the ac- 
cident. My face fell considerably when 
she asked me to draw her will for her. 
She told me she wouldn’t need my 
services to handle the accident matter 
because she considered the adjuster to 
be a “Christian gentleman” who would 
pay her fairly and adequately for her 
damages at the proper time. 


Give Respect Courtesy 

When negotiating with attorneys of- 
fer the lawyer the courtesy and re- 
spect you would afford any profes- 
sional man. This means, among other 
things: Do not converse with the law- 
yer on a first-name basis unless you 
are invited to do so; do not remind 
him that his file is incredibly incom- 
plete; above all, avoid remarking to 
him that all he has in his file is a copy 
of the letter of representation. You 
may cause him to drop all his other 
files and temporarily work only on 
the one in question—much to your 
later disadvantage. 

Do not check on the attorney’s re- 
tainer. Lawyers, like other humans, 
are sensitive. Many of them can’t help 
but feel that the adjuster who receives 
a representation letter and immedi- 
ately calls the claimant to verify the 
retainer is often engaged in a ruse to 
dissuade the claimant from seeking the 
lawyer’s help. Under the rules it is 
allowable, but I advise against it un- 
less some legitimate doubt has been 
raised in the adjuster’s mind. My usual 
reaction in such a case is to file suit 
immediately, rules or no rules. 

Request to see claimant in attorney’s 
presence. Where the adjuster has had 
no opportunity to see the claimant he 
should request the claimant’s attorney 
to allow him to do so. This is particu- 
larly true in the case of observable 
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external injuries such as _ fractured 
limbs, cuts, bruises, etc. It goes without 
saying that this should be done in the 
case of facial scars and the like. Most 
reasonable plaintiff's attorneys will 
not refuse such a request. This pre- 
vents an over-stating of claimant’s dis- 
abilities by his lawyer. By the same 
token, you may learn that the injuries 
have been understated. In either event, 
this information is a must. 


Begin With Reasonable Offer 


Begin negotiations with a reasonable 
offer. It is my experience that a rea- 
sonable offer made early in the nego- 
tiations has a sobering effect on the 
claimant’s attorney. It tells him that 
you know the value of the claim under 
consideration. His usual response is to 
temper his demands and settle the 
case after only a minimum of give- 
and-take. On the other hand, an un- 
reasonably low offer has the opposite 
effect. My personal reaction to unrea- 
sonably low offers is to start suit im- 
mediately. This is because I don’t want 
to go through protracted negotiations 
in which each side continually ad- 
vances upward or downward $100 at a 
time when we are several thousands 
of dollars apart. Further, I can easily 
get authority from my client to com- 
mence suit in such a situation. Not so, 
however, in the case of a reasonable 
offer. I personally may have aspirations 
for a tremendous jury verdict but my 
client may require me to accept the 
so-called reasonable offer. You see, 
when I have to inform a client that the 
offer is several hundred dollars lower 
than I feel reasonable, he may take the 
attitude that the difference isn’t worth 
going to court about. 

Lest you feel that this is a foolproof 
formula, I might advise that clients 
often have “breaking points.” I recall 
having to try a case where the client’s 
“breaking point’ -was $3,000 and the 
adjuster would offer only $2,900. The 
adjuster was convinced I wouldn’t go 
to trial for a mere $100. The case was 
settled after one day of trial for $3,250. 

Do not forget that negotiation means 
compromise. Bear in mind that reason- 
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able minds can and often do differ in 
evaluating personal injury claims. This 
is particularly true in attempting to 
evaluate pain and suffering. The ex- 
tra few hundred dollars you “throw in” 
to arrive at a final settlement may 
often be the sole factor in saving your 
company from paying an excessive 
jury award. 

And even if you propose a reason- 
able offer, hold a little something back. 
Lawyers will live and die never be- 
lieving that insurance companies offer 
a fair settlement on the occasion of 
their first offer. 

Negotiation is not entirely a game 
of wits. While it is true that it be- 
hooves an adjuster to have his wits 
about him when he is dealing with an 
experienced plaintiff's lawyer, settling 
a claim for serious personal injuries 
is not entirely a game of wits. When 
all is said and done the lawyer has a 
serious responsibility to his client to 
attempt to make him whole. The re- 
sponsibility of the adjuster to his in- 
sured is, of course, no less serious and 
no less great. If an adjuster desires to 
make a game of the negotiations and 
attempts to settle the claim for far 
less than it is actually worth, he should 
be dead certain before he starts that 
he is more proficient at the game than 
the attorney. 


Should Know Lawyer 


Know your lawyer. Before entering 
into serious negotiations it would be 
wise to inquire of the attorney’s rep- 
utation for skill in handling personal 
injury matters. You can easily learn 
this from other adjusters in your area 
or through contact with your company’s 
defense counsel. You should know the 
extent of his experience in personal 
injury matters and his like or dislike 
of trial work. Do not challenge the at- 
torney’s desire for a trial of the matter. 
He may answer your challenge and 
give you the trial of your life. Yet 
many lawyers—especially those not or- 
dinarily handling personal injury mat- 
ters—seem to dread trial work, and 
when reasonably certain of this the 
adjuster should stand his ground. 

Never miss an opportunity to keep 
your mouth shut. In many instances, 
I am retained months after the acci- 
dent and find the evidence “trail” ex- 
tremely “cold” in at least some partic- 
ular. Often, through steady probing, 
I’m able to obtain the necessary infor- 
mation from the adjuster. Usually, it 
is an adjuster who wants to boast of 
the completeness of his file and im- 
press me with the fact that my file is 
meager by comparison. On the other 
hand, you should discuss your file 
freely and fully, holding back only that 
information which you, as a skillful 
adjuster, should know is not otherwise 
available to plaintiff's attorney. 


N. Y. Approves Rate Boost 


For Rochester Blue Cross 


The N. Y. department has approved 
rate increases for Rochester Hospital 
Service Corp. (Blue Cross). On group 
plans, the monthly rate for individu- 
als has been boosted from $3.48 to 
$4.28, and from $6.96 to $8.56 for a 
family. Direct payment plan rates have 
been increased from $5.50 to $7.60 for 
an individual and from $8.60 to $9.90 
for a family. 


Mutual Of Omaha Names 


Two Assistant V-Ps 


Mutual Benefit H.&A. has named 
Paul F. Schneider assistant vice-presi- 
dent and coordinator of industry re- 
lations, and Arthur F. Montmorency 
assistant vice-president, sales. 
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IAHU Charges Bias 
In CBS Telecast On 
Medical Care Cover 


The nationally televised program, 
The Business of Health, which pur- 
ported to be an objective view of 
problems of financing health care, has 
been assailed by International Assn. of 
Health Underwriters as having had 
“all the earmarks of a grossly biased 
propaganda piece for the advocates of 
government-paid medical care.” 

In a letter to Frank Stanton, presi- 
dent of Columbia Broadcasting Sys- 
tem, IAHU Chairman Oakley Baskin 
charged that the material and editing 
of the two-part series shown earlier 
this month were biased in favor of 
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compulsory insurance. He enumerated 
seven examples of unfair reporting: 

e Although there appeared numerous 
allegations of financial hardship as a 
result of’ medical bills and mistreat- 
ment by doctors and insurance plans, 
no testimony of benefits received from 
health insurance plans was presented. 
“While criticism bordering on slander 
was heaped upon the doctors, not one 
instance was cited of a doctor’s treat- 
ment without charge, or service above 
and beyond the call of duty.” 

e The impression was given that Blue 
Cross and Blue Shield cover the major- 
ity of persons with health insurance. 
Little mention was made of insurance 
companies which protect almost a 
third again as many people as Blue 
Cross and Blue Shield. 

e Although the operation of special 
medical programs of Kaiser Corp., 
Health Insurance Plan of New York 
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and the United Mine Workers was 
pictured in detail, the fact that 18 
million people are covered by major 
medical policies was ignored. 

e Filmed interviews with doctors and 
Blue Cross officials were erroneously 
represented as being rebuttals to ac- 
cusations. Since the interviews were 
not conducted under debate circum- 
stances, the apparent lack of strong 
rebuttal to questions raised tended to 
discredit insurance and the medical 
profession. 

e Health Insurance Foundation was 
quoted as saying the average insured 
family is covered for only 24% of its 
medical bills. No explanation was made 
that “all medical bills’ include minor 
illness, vaccinations, physical examin- 
ations, and routine drugs—items which 
do not lend themselves to the insurance 
principle. 

e The program seemed to emphasize 
the need for comprehensive coverage 
of all types of medical care. Neverthe- 
less, the only reference to cost was an 
excerpt from a speech by former Rep. 
Forand, who mentioned 25 cents a 
week per worker or as low as 12 cents 
per week for those earning less than 
$2,400 a year. The uninformed viewer 
might be misled into believing this 
low cost would cover the complete 
medical care being discussed on the 
program. 

e The weight of evidence indicated 
that only American Medical Assn. was 
opposed to medical care under the 
social security system, and, hence, that 
its members were “self-serving per- 
sons interested only in their own fi- 
nancial well-being.” 

Referring to the cost of medical care 
under social security, Mr. Baskin de- 
clared that any discussion of this 
“should include not only a fair esti- 
mate of the immediate cost, but an 
honest appraisal of the cost to future 
generations who must bear the bur- 
den.” 


Package Plan Era 
Caught Industry 
Napping: Rodda 


(CONTINUED FROM PAGE 10) 
lish satisfactory rates, he said. 

In the motel package, the industry 
has for the first time a policy for a 
commercial operation which includes 
protection against liability. This pack- 
age, which has been filed in a dozen 
states and recently approved in Ver- 
mont, is a mutli-peril plan, he ex- 
plained. The future apartment owners 
form, incidentally, will also be attached 
to the multi-peril policy. 

Mutuals, Mr. Rodda pointed out, are 
at a disadvantage with the motel pack- 
age, because they have trouble filing 
the surety portions of the program. 
There is no mutual surety bureau. In 
some states, fire bureaus may be able 
to file the whole package, but it is 
not inconceivable that an insurance 
department could rule that a company 
must file on its behalf all or nothing. 

Mr. Rodda suggested as a possible 
solution that the fidelity portion be 
filed in some forms as a casualty cov- 
erage. The theft coverage could be 
used if it excluded employe theft. 

Another complication that may ac- 
count for the package not having been 
recommended yet in states like Illinois 
is dram shop liability. Tavern owners 
and owners of property on which tav- 
erns are located consider dram shop 
liability prudent, and this is a diffi- 
cult line to place. Mr. Rodda observed 
that in states like Illinois with dram 
shop laws, the agent who has access 
to the coverage would have the inside 
track in getting the business of motels 
where alcoholic beverages are sold. 
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Standard Accident 
Group Earnings Up 


$2.79 A Share In ‘60 


Consolidated net earnings after taxes 
of Standard Accident and its wholly 
owned subsidiaries, Planet of Detroit, 
and Pilot of Toronto, were $7.18 per 
share in 1960 including an increase of 
$1.43 per share in the equity in the 
unearned premium reserve. The com- 
parable earnings for 1959 were $4.39 
per share including $2.93 from the 
unrealized equity. 

Net premiums written of $75,426,703, 
excluding special reinsurance accept- 
ed, were at the level attained in 1959. 

Consolidated net earnings after in- 
come taxes were $2,831,732 in 1960, 
compared with net $724,453 in 1959. 
There was a net underwriting loss of 
$877,090 in the year. The ratio of losses 
and loss expenses incurred to earned 
premiums was 60.7% in 1960 compared 
with 63.0% in 1959. Underwriting ex- 
penses incurred to written premiums 
were 39.1%, compared with 38.3% in 
1959. Thus there was an_ indicated 
underwriting profit of 0.2% in 1960 
compared with a loss of 1.3% in 1959. 


Investment Earnings Up 12% 


Investment earnings in 1960 were 
$3,545,565, an increase of 12%. The 
present annual dividend of $2 per 
share is covered three and one half 
times by investment earnings. 

Consolidated assets increased $3,- 
457,279 to $149,111,684 at Dec. 31. 
Standard Accident’s gross surplus was 
$32,619,998, an increase of $1,958,701. 

The 1960 net operating profits of 
Standard Accident and Planet which 
otherwise would have been taxable 
were offset by net operating losses of 
previous years. There remain unused 
net operating losses of approximately 
$8,400,000 which may be carried for- 
ward to be applied against operating 
profits within the next few years. 


Falvey To Cleveland For 


Massachusetts Bonding 
Donald Falvey Jr. has been assigned 
as special agent to the Cleveland office 
of Massachusetts Bonding. He is a re- 
cent graduate of the company’s school. 


Henschen Named V-P 


Laurence H. Henschen has been ap- 
pointed vice-president of Admiral 
Fire and Commodore. He has been 
with Transamerica group as manager 
of Pacific National-Premier operations 
in southern California, Nevada, Ari- 
zona and New Mexico. His new du- 
ties will involve agency production 
and supervision. 
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Another Fine Year 
For Employers Re 


Employers Reinsurance experienced 
a sharp expansion in earnings and 
assets during 1960. Assets Dec. 31 
were $96,753,919, up from $87,557,813 
a year earlier. Gross surplus advanced 
from $23,705,419 to $30,501,846. Of the 
$6,796,427 increase, $4,315,787 repre- 
sented proceeds from the sale of 100,- 
000 shares of stock during the year. 
Exclusive of the stock proceeds, sur- 
plus and reserves, after dividends, 
increased $2,980,640, compared with a 
gain of $2,306,512 in 1959. 

The company experienced a sub- 
stantial loss in the surety division but 
all other lines produced excellent re- 
sults, President Frank Proper said. 
The net underwriting gain was $1,- 
665,579, down from $1,784,713. Invest- 
ment income rose from $2,019,265 to 
$2,394,304. Net earnings after taxes 
were $3,014,338, equal to $4.30 a share 
on the outstanding 700,000 shares, 
compared with $2,780,903, or $4.63 a 
share on 600,000 shares outstanding 
a year before. 

Directors voted the usual quarterly 
dividend of 35 cents and an extra of 
45 cents, both payable Feb. 24 to stock 
of record Feb. 15. 

Net premiums written last year 
totaled $37,158,988, compared with 
$36,196,992 in 1959. Fire writings 
totaled $12,465,000, a gain of about $1 
million; casualty reinsurance totaled 
$21,255,000, an increase of about $1 
million. Surety writings were down 
sharply, reflecting cancellation of un- 
profitable business. 

Mr. Proper forecast a greater vol- 
ume in 1961, “irrespective of the fact 
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Royal-Globe Adopts 
Red Shield Budget 


Royal-Globe’s red shield premium 
payment plan has been approved in 
New York and will be filed for coun- 
trywide use. 

The plan avoids the loan concept 
and uses an endorsement which di- 
vides the annual premium or annual 
installment into 12 parts, to be paid 
monthly or quarterly at insured’s 
option. The charge is $2.25 per $100 of 
premium on the monthly and $1.88 on 
the quarterly basis. Producer commis- 
sions are due at inception date. 

A coupon system is used for month- 
ly payments, and company-prepared 
bills for quarterly installments. Pro- 
ducers will handle collections unless 
they ask the company to do so. Annual 
or term policies of $100 premium or 
more are eligible, and a policy with 
premium under $100 may qualify if it 
is indicated that other coverage will 
be added later to bring the aggregate 
to $100. 





some additional cancellation of treaties 
may be necessary as greater selection 
of risks are pursued, especially in the 
surety field.” 

The company reported an unrealized 
capital gain on securities of $786,816 
during 1960, compared with $686,536 a 
year before. The realized capital gains 
were only $5,501, against $109,491. 

Bond holdings increased $7,219,713 
to $71,273,968; stock investments of 
$17,245,923 were up $2,256,937. The 
gain in market value of stocks was 
$792,318. The market value of bonds 
under amortized value was $362,798, 
against $3,376,823 in 1959 with the 
recovery of nearly $3 million reflecting 
the improvement in bond prices. 
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Understandably, each company official is better able to see the weakness 
of the other company’s position than his own. Rarely is it possible to view 
in sufficient perspective the pluses and minuses of one’s own organization. 


That is why, in merger situations, many insurance company presidents turn 
for aid to an outside, objective consulting firm fully familiar with the 
specialized problems of the insurance business. They can thus be assured 
of a harmonious relationship between two differently oriented companies 
—and avoid an arbitrary economic marriage which can be just as unhappy 


in its results as a shotgun wedding. 


Frank Lang & Associates, Inc. has had considerable experience in initiating 
and consummating the merger or affiliation of insurance companies. The 
firm acts as an impartial intermediary, able to objectively evaluate the 
cipabilities of the staffs of both companies without regard to personalities; 
guides the placement of the best qualified individuals in proper positions and 
effects smooth integration of operations. Informal preliminary meetings for 
discussion can be arranged without obligation. 


\ 
FRANK LANG & ASSOCIATES, 


Consultants in Marketing and Management 


for the Insurance Business 


INC. 
1 ASSOCIATES INC 





FRANK LANG 





521 FIFTH AVENUE, NEW YORK 17; OXFORD 7-4044 ONE NORTH LA SALLE ST., CHICAGO 2; FRANKLIN 2-2795 


Labor Leaders Protest 
Rate Hike Requests By 
Mich. Blue Cross-Shield 


LANSING—Labor leaders, at hear- 
ings conducted by Commissioner Black- 
ford last week, vociferously attacked 
proposals for increasing Michigan Blue 
Cross-Blue Shield rates. Michigan 
Hospital Service (Blue Cross) is asking 
for a 22% increase, and Michigan 
Medical Service (Blue Shield) wants a 
rate hike of 13.5%. 

Paul Silver, president of a Detroit 
local of United Automobile Workers, 
questioned the Blue Shield claim that 
72% of Wayne County (Detroit) doc- 
tors and 85% of doctors statewide 
participate in the broadest of Blue 
Shield plans. He noted that osteopaths 
were not included and said that the 
Blue Shield figures were too high. He 
further assailed the series of educa- 
tional meetings conducted by the serv- 
ices throughout the state as being a 
“traveling seminar trying to influence 
people.” 

Hospitals were charged by Joseph 
Van Dyke, head of the Kent County 
(Grand Rapids) AFL-CIO council, 
with slipshod administrative methods 
which have contributed to increased 
health care costs. He criticized doctors 
for refusing to make house calls, thus 
forcing patients into hospitals. 

William S. McNary, executive vice- 
president of Blue Cross, called most 
of the complaints aired at the hearings 
irresponsible. He said the criticism 
that there has been overuse of hos- 
pitals under the plan was unjustified 
by the facts. Furthermore, there is no 
mystery about Blue Cross operations, 
he said, and the books and operating 
methods are always open to public 
inspection. As for alleged profit-mak- 
ing by hospitals, more than half of the 
institutions in the plans are operated 
either by governmental bodies or by 
Catholic nursing orders, while the re- 
mainder are run by non-salaried citi- 
zen boards, he noted. 

Commissioner Blackford, who indi- 
cated he would make a decision on the 
rate requests within 10 days, em- 
phasized the broad scope of the plans, 
which enroll some 3.5 million Michigan 
residents. He said he could not permit 
Blue Cross-Blue Shield to go broke, 
since it would take more than two 
years for any other health care or- 
ganization to assume similar propor- 
tions. He predicted that his decision, 
whatever it might be, would not be 
popular. 


Manson Seeks ' To Revamp 
Federal Mutual Casualty 


Commissioner Manson of Wisconsin 
has reported that Federal Mutual Cas- 


ualty is insolvent and has recom- 
mended that the company be re- 
habilitated. 


Last November Commissioner Man- 
son asked the court to liquidate Fed- 
eral Mutual, and the court instructed 
him to take over the company and 
attempt to get it back on its feet. The 
commissioner said he is negotiating 
with various organizations to obtain 
proposals on ways for rehabilitation. 

An audit of Federal Mutual revealed 
that as of Dec. 31, the insurer had 
“unassigned deficits” of $342,993. This 
indicates that the company does not 
meet legal requirements in the state 
and is subject to liquidation, the audi- 
tor reported. The report also stated 
that the company apparently could pay 
between 67 cents and 72 cents for each 
dollar of liability, depending on ulti- 
mate disposition of contingent liabili- 
ties. 
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Editorial Comment 


A Primer For Advertisers 


Ernest A: Jones, president of Mac- 
Manus, John & Adams, Detroit ad 
agency, recently gave business men 
valuable advice on advertising in a talk 
at the annual business outlook confer- 
ence of Los Angeles Chamber of Com- 
merce. 

Mr. Jones warned against some of 
the “expensive rubbish” that is passing 
for advertising and listed some of the 
types that he places in this category. 
One of the first he mentions is “fire 
in the zoo” advertising. This is a noisy, 
hysterical attempt to match the com- 
petition scream for scream, claim for 
claim, yell for yell. This advertising is 
self-cancelling, in Mr. Jones’ view, be- 
cause no member of the public in his 
right mind will pay to attend a shout- 
ing match. 

His observation is not without im- 
mediate pertinence.to insurance. In 
the past several years there have been 
advertising claims and counter claims 
by companies operating under the tra- 
ditional agency system and by others 
under the exclusive agency arrange- 
ment. Some of these ads have knocked 
the service of the opposing system or 
have referred disparagingly to higher 
charges by competitive companies. 
Those derogated in such ads naturally 
don’t like them, but the effect of this 
type of advertising goes much deeper. 

It is well known that the public does 
not differentiate between the different 
segments of the insuaance business. To 
the layman, insurance is an entity. 
Therefore, when a company of any 
type or an association sponsors and 
pays for an ad that knocks a competi- 
tor, it is stirring up criticism of the 
entire business and of itself. People 
just don’t have time to differentiate 
between types of operation. Any crit- 
icism of any sgement of the business 
is applied to the whole, including the 
organization that pays good money for 
advertising critical of competitors. 

In addition, the first thing the green 
recruit in selling is taught is never to 
knock a competitor. Seasoned sales- 
men would not dream of doing so. 
Advertising is nothing but formalized 
selling. Why then should any part of 


an ad be devoted to the shortcomings 
of the competition? Such statements 
add nothing to the merits of those mak- 
ing the charges. 

Mr. Jones has some other colorfully 
described dislikes in advertising. He 
abhors the “I adore me” approach. He 
points out that it is easy for a business 
man to fall in love with his product 
or service and for an advertising agen- 
cy to fall in love with its words and 
ideas. However, the public is selfish. 
It is not interested in the love affair 
of the client and the agency and it 
will not spend a dime to massage their 
egos. 

Closely allied to this type of adver- 
tising is the “brag and boast” approach. 
This leads advertisers to talk in print 
as they never would in everyday com- 
munications. 

Finally, Mr. Jones pays his respects 
to “wax apple ads.” They look pretty, 
but anyone who ever bit into a wax 
apple will never repeat that mistake. 
These ads are prize winners but they 
are only good to be looked at, not to 
be acted upon. 

This comment should bring any ad- 
vertiser squarely up against the heart 
of his problem. When he lays out 
money for an ad, there are several 
points he must make. He must define 
what is for sale, why the reader needs 
it, where it can be bought, why it is 
worth the price, and why immediate 
buying action is profitable to the read- 
er. There may be other qualities in an 
ad, but if these factors are absent, the 
advertiser who is shelling out money, 
might as well send direct mail with 
reply postage prepaid to the occupants 
of a cemetery. Institutional and pres- 
tige ads would be exempt from this 
rule, but Mr. Jones was talking about 
ads that produce tangible results.— 
J.N.C 





Paul J. Slater, retired state adjuster 
in Oklahoma for America Fore fire 
companies, shot a hole-in-one on a 175 
yard, par three hole. Mr. Slater, who 


plays with only one arm due to a 
childhood operation, was using for the 
first time a set of irons presented to 
him by Oklahoma Blue Goose Pond at 
a recent testimonial dinner. His play- 
ing partners were P. J. Wilson, Okla- 
homa manager Ohio Casualty, and 
Dale Thomas, America Fore Loyalty 
group. 


Walter Burnell Jr., secretary-treas- 
urer of the Mayerstein-Burnell agency 
of Lafayette, Ind., has been elected 
president of Greater Lafayette Cham- 
ber of Commerce. 


Cad P. Thurman, Louisville insur- 
ance consultant, former commissioner 
for two separate terms and former 
Kentucky state agent of Continental, is 
at his home in Louisville after a few 
days in Baptist Hospital for observa- 
tion of a blood clot in his leg. 


Bernard F. Flood, state agent in 
West Virginia of Royal-Globe group, 
is confined to St. Joseph Hospital, 
Parkersburg, following major surgery. 


Fred H. Merrill, executive vice- 
president of Fireman’s Fund, has been 
elected a director of United Commun- 
ity Funds & Councils of America. 


Louis B. McGee of Thomas McGee 
& Sons agency of Kansas City appears 
in an unidentified photo in the special 
inaugural issue of Life magazine help- 
ing a lady out of a milk wagon in 
Washington, D.C. While the automo- 
bile insurance business is not at its 
very best, this does not mean that Mr. 
McGee has reverted to the horse. 
There were no cabs available because 
of a heavy snowstorm the night of 
President Kennedy’s inaugural ball 
and Mr. McGee was merely displaying 
individual enterprise and self-reliance. 


Merl L. Rouse, president of Amer- 
ican Re, has been elected a director 
of New York Board of Trade. 


Deaths 


MILTON D. EBNER, 57, president 
Dubuque F.&M. since 1952, died. He 
joined the company in 1947 as vice- 
president and comptroller, later be- 
coming vice-president and secretary, 
and executive vice-president before 
assuming the presidency. He entered 
the business in 1927 as an examiner 
with the Illinois department and eight 
years later was made manager of 
Builders & Manufacturers Casualty of 
Chicago. In 1938, he joined Chase 
Conover & Co. of Chicago as an insur- 
ance consultant, and served in that 








The National Weekly Newspaper 


of Fire and Casualty Insurance 


EDITORIAL OFFICE 


17 John St., New York 38, N. Y. 
Tel. BEekman 3-3958 TWX NY 1-3080 
Kenneth O. Force, Executive Editor 
John N. Cosgrove, Associate Editor 
Jud Higgins, Assistant Editor 
CHICAGO EDITORIAL OFFICE 
175 W. Jackson Bivd., Chicago 4, Ill. 
fel Wabash 2-2704 TWX CG 654 
John C. Burridge, Managing Editor 
Richard G. Ebel, William Faltysek and 
R. R. Cuscaden, Assistant Editors 
Marjorie Freed and 
Barbara Swisher, Editorial Assistants 


THE NATIONAL UNDERWRITER 


@ 


Published by 
The National Underwriter Co. 


OFFICERS 
John Z. Herschede, President 
Louis H. Martin, Vice-President 
Kenneth O. Force, Vice-President 
H. P. Gravengaard, Vice-President 
Robert B. Mitchell, Vice-President 
George C. Roeding, Vice-President 
James C. O’Connor, Secretary 
Joseph T. Maloney, Treasurer 
ADVERTISING OFFICE 
175 W. Jackson Blvd., Chicago 4, M1. 
Tel. WAbash 2-2704 TWX CG 654 
Raymond J. O’Brien, Advertising Manager 











UBSCRIPTIONS: 420 E. Fourth St., Cincinnati 2. $7.50 per year (3 years, $20); Canada $8.50 
‘er year (3 years. $23); Foreign $9 per year (2 years. $24.50) 
~ cents. CHANGE OF ADDRESS: Enclose mailing wrapper and Post Office form 3579 with 
ew address, and allow three weeks for completion of the change. 


30 cents per copy, back copies 


BUSINESS OFFICE 


Charles P. Woods, Sales Director 
420 E. Fourth St., Cincinnati 2, Ohio 


REGIONAL SALES MANAGERS 


Fred Baker, Atlanta 
Paul Blesi, Cleveland 
Alfred E. Cadis. Dallas 
David Chapman, Des Moines 
William J. Gessing. Detroit 
Clarence W. Hammel, New York 
Roy H. Lang, Boston 
James E. McSurely Jr., New York 
Howard J. Meyer, Minneapolis 
William D. O'Connell, Chicago 
Raymond W. Rieke Jr., Los Angeles 
George C. Roeding, Cincinnati 
A J Wheeler. Chicago 
Ronald W. Taylor, Boston 
Robert J. Wieghaus, Chicago 
George E. Wohlgemuth, St. Louis 
Willis H. Yocum, Denver 
Robert I. Zoll, Philadelphia 











February 24, 1961 


capacity for nine years with the ex- 
ception of two years as an officer in 
the navy during World War II. 


J. P. KITTEL, 67, Lansing, Mich., 
agent, died. He was a past president 
of Lansing Assn. of Insurance Agents. 


MILTON R. WARRICK, 46, manager 
at Baltimore for St. Paul F.&M., died. 
He had been manager at Indianapolis 
for 15 years until his transfer to 
Baltimore last June. 


HARRY F. RIDDLE, 41, partner in 


Yager-Riddle Adjustment Co. of Ash- 
land, Ky., died of a heart attack. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co. 
135 S. La Salle St., Chicago, Feb. 21, 1961 



























Bid Asked 

$ $ 
PRT CRBUIITIY ascsccsciccicinsccsesssscosiercesess 124 130 
PI TI seckiitiiccccaniserse 99% 102 
American Equitable ... 22 23 
American, Newark ....... 29 30 
American Motorists ... 17 18% 
MID eranetetrcansicciiiass 33% 34% 
Continental Casualty 99% 101% 
Crum & Forster ....... 82 85 
OGRE cncsceresccocceeseseess 63 6412 
Fireman’s Fund 59% 61 
MEI Sick icacasesednciviasicideisicatrvasuive 127 130 
Glens Falls 38% 40 
GORE AMMOTICAT oocccesecescessssscssccesesecees 5642 571% 
Hartford Fire ........... 65 67 
Te  . 46 472 
ae en 59% «61 
Ins. Co. of No. America 92% 94 
I TM ccacsicsssscscccccictcs 33% 35 
Maryland Casualty ... 41 42 
Mass. Bonding ............ 41% 43 
National Fire ... 137 142 
National Union ............... 45 46 
New Amsterdam Cas. 654% 67 
New Hampshire ........... 55% 57 
North River ............ 42% 44 
Ohio Casualty ... 28% #£Bid 
Phoenix, Conn. . 87% 89 
ROG. WEMMIRS. sssssssssciascserssen 20 21 
Reins. Corp. of N.Y. occ: 23% 241% 
Reliance 60 62 
pa NNN I a eiicsncissinsnsarsioscnsce 69% 72 
Springfield F.&M. ... 37 38 
Standard Accident. ............cccccccscscsess 56 58 
Travelers 106 
U. S. F.&G 50 
U. S. Fire 35% 





Grand Larceny Charge 


On Insurance Stock Sale 


ST. PAUL—Philip L. McDonough, 
a former federal census director here, 
has pleaded guilty to a first degree 
grand larceny charge involving the 
purchase of insurance stock. Author- 
ities say the fraud amounted to $42,000 
involving 15 Minnesota people, al- 
though he was charged only with ob- 
taining $5,000 from a 50-year-old 
school teacher. 

In a statement to crime bureau of- 
ficials McDonough described how his 
insurance stock deal worked. Ap- 
proaching prospective buyers as a con- 
tract agent for two insurance firms 
with which they already had policies, 
McDonough would claim he had in- 
formation on a consolidation plan that 
would increase the value of the stock. 

One woman gave McDonough $5,000 
on his promise to buy 500 shares of 
stock for her in his name. McDonough 
did not buy the stock. After the woman 
pressed him for the money, he repaid 
her $800 and made repayment to oth- 
ers totaling $6,700. 


Motel Package Approved In lowa 

The motel package policy, making 
its first appearance in Western Act- 
uarial Bureau territory, has been ap- 
proved in Iowa, effective Feb. 27. The 
motel package is a multi-peril policy 
designed for classes not covered under 
existing package programs, 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Main common stock additions to the Ins. Co. of North America list in 1960 
were: Bank of America, Ford, Machines Bull (called the I.B.M. of France), 
Philadelphia Suburban Water Co., and Schlumberger. Main deletions: Dresser 
Industries and Texas Gulf Sulphur. 

This was communicated to the 50 members of the investing community that 
were guests of INA at what has come to be an annual occasion for reviewing 
company results and covering the insurance waterfront. C. H. Wentworth, 
speaking for the investment department, gave the details. 

Other Wentworth comments: Over the past five years INA has invested $166 
million net new funds, $100 million going into high grade bonds, $20 million 
into preferred stocks, $17 million into the general market of common stocks, 
and $25 million into Life Ins. Co. of North America. 

There was an appreciation of $30 million in January in the stock account. 
Market value in excess of cost of securities is $329 million. 

Mr. Wentworth looks for moderately lower long term bond interest. INA is 
concentrating on 10-12 year maturities in tax exempts. Preferred stocks are 
favored for tax reasons but they are scarce. INA is continuously looking for 
“attractive situations” and “weeds the garden.” 

President John A. Diemand was both lead-off man and anchor man. He is 
entering his 58th year in insurance, in full vigor. He recalls his start with the 
old Philadelphia Casualty (commonly called Casualty). He said he was asked 
recently how aggressive INA intends to be in the future. “Pugnaciously ag- 
gressive” was his answer. 

The tone of the meeting was decidedly optimistic. 

The competition of INA has been long felt and respected in the fire-casualty 
world. Life insurance is going to get a stronger taste of it. Mr. Diemand said 
the life companies had never faced competition until a few years ago. “We al- 
ways had it,” he said, referring to fire-casualty. One of the first principles at 





Insurance stocks reverted more to a trading range last week. The tone was 
strong but buyers were less compulsive and prices here and there were a 
trifle easier. Standouts were mainly in the fire-casualty list, including Fire- 
man’s Fund, Great American, Northern, Pacific Indemnity, St. Paul, U.S.F.&G. 
Mass. Protective Assn. was 82 bid, none offered; Springfield eased. 

Gulf Life was up 2 on strong rumors that a merger proposal is near with 
Life & Casualty on the basis of 1% L.&C. shares for 1 Gulf. L.&C. was 19 
bid, Gulf 23%. 








INA (even in the sorriest stage of the depression) is to quote only market 
values for securities. This is being carried into life insurance, which implies 
a challenge to the reliance on amortized values for bonds. 

Mr. Diemand looks for the day when all forms of insurance, life included, 
can be done under a single charter. The economies, he said, are suggested by 
the fact that 3,500 income tax returns were needed for both INA and Indemnity 
of North America when each was a corporate entity. Complete multiple line 
operations provide better service for agent and policyholder. 

There has never been a greater opportunity for growth than there is today. 
The minimum growth for INA, he said, should be 10% per year. When one 
company can write all lines, agency representation will be on that basis. This 
will be a simplified and lower cost system. It will be accepted by the public and 
the legislatures. 

Bradford Smith, speaking for the fire department, urged the group to scan 
5-year results. That is the minimum scope to give a “real feel’ for the business. 
He said the loss ratio is remarkably uniform considering the various stock losses 
that are covered in the record. During the past 15 years only in 1957 did the 
combined loss and expense experience touch 100. 

He said last year there was sincere competition in commissions which INA 
did not meet. They did, however, meet the rate competition. 

INA’s loss in Donna via its direct fire department totaled $3 million. This 
they took without reinsurance. 

The treaty reinsurance operations are expanding and the prospect is for very 
successful operations abroad. 

Unless the high cost operators can reduce their expenses they will be operat- 
ing in the red under the tight rate structure. 

New package policies are in the mill and INA will step up its “hard sell and 
agency company direct appeal to the public.” 

H. P. Stellwagen, casualty, said each line produced a profit last year save 
burglary and glass. There was an underwriting profit of $5,597,000. The operat- 
ing ratio was 94.6 A goal of 5% profit has been a will-o’-the-wisp but it was 
actually realized last year. 

It is significant that a profit was made on auto. BI gave a profit, PD was a 
loser and material damage was a good winner. 

The Champion policy (6 month-contract, direct billing) is doing well. For 
six months the Champion premiums were $3,174,000. Seventy percent of that 
business is “new to us.” 

Workmen’s compensation was good. However, with 46 legislatures running, 
increased benefits are coming and it is hard to keep step with that. 

There are indications that rate regulation will be relaxed. It was heartening 
that the O’Mahoney committee concluded that competition is the best regulator 
of rates and that the tariff should be made in the market place. 

Ed Zalinski, life, had some breath-taking figures to give. New life insurance 
in 1960 amounted to $325 million, up 45%. In force is $590 million. There are 
589 employes. The adjusted net worth of the life company is $16 million or 75% 
of the investment in it by INA. Only 113 companies had more life insurance in 
force in 1959 and only 60 had greater sales. There are 5,500 independent agents 
and 160 full-time men. 

The life company should cover all operating expenses and benefit payments 
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and develop a cash flow at the end of 1961. There will be a reduction of the 
surplus steam. By 1965 renewal premiums should comprise 80% of the total. 

The original target was $1 billion in force in 1967. On Feb. 16, 1960, the 
total was $700 million and 1962 will see the billion—five years ahead of 
schedule. 

The average premium per thousand is decreasing. Mutual funds are cutting 
in. Competition is more intense in the savings and investment field. Effective 
cost control and aggressive merchandising is called for. 

Other points: The swing in the fire-casualty pendulum that commenced in 
1958 is continuing. Except for Donna, 1960 would have been the best year in 
history. Before tax, earnings were $3.81, after tax, $2.96. 

Mr. Diemand said INA goes on the theory it was organized for the purpose of 
making money from the insurance business. He warned of a recrudescence of 
the perilous policy of the 1920s which was to smother underwriting deficits in 
the stock market. This destroys an underwriting organization when agents and 
employes get hep to it. 

Mr. Diemand hammers on the fact that INA has a fully funded pension plan. 
There is $55 million in it, including 100,000 shares of INA stock (cost $20 per 
share). Some may have a plan but no fund. Others have no plan. One institu- 
tion found it would cost $70 to $80 million to fund its past service. 

He counseled the analysts to take this into account in making comparisons, 
plus, the strict adherence to market values and the fact that INA is the most 
highly loss reserved company in the business. 

In the question period, the matter of commission competition was covered. 
The point was made that a few years ago some of the large companies increased 
homeowners commissions five points to 25%. INA didn’t meet this, believing 
it would give the direct writers an edge and also that a maximum of 20% 
is enough for the ordinary agent. The actual INA average is 21.3% and they 
have pitched their rates on that factor. 

In 1960 many companies introduced a profits commission (it used to be called 
“contingent” ). This runs as high as 25% on profits. INA feels this is not sound. 

Low commissions and low expense ratio is the answer to direct writer com- 
petition. 

The assigned risk situation is the Achilles heel of the business. INA wrote $2 
million of this and had $1 million out-of-pocket loss. A national committee is 
trying to get proper rates and to depopulate the plan via surcharges in individual 
company rates. 

New York state comprises the bulk of the problem. But the INA people see 
signs of hope. 

The Kennedy health program poses a serious threat. 

Mr. Zalinski was asked to elaborate on trends in life insurance. He noted 
that in 1945 75% of the insurance in force was on permanent plans. Today it 
is less than 50%. 

In 1955, 20% of new business was on endowment and retirement income 
plans. Now it is less than 5%. Today the average age of the new buyer is 25 
and the average age of the owner is 35. The older age groups are not buying. 
This is due to the magnet of equities and the inflationary trend. 

The big increase in life insurance sales from 1941 lulled the companies into 
a false sense of well-being. 

On the plus side there is the fact that there is an increase in level term busi- 
ness. This suggests higher profits and higher income taxes in the early years, 
and later lower profits and taxes. 

Pressed for a precise guess on growth, Mr. Diemand picked $1 billion as the 
1970 premium income. He said it took INA 148 years to write its first $1 billion. 

Mr. Diemand said he is opposed to any campaign to get the taxes raised on 
the mutuals. They will fight back. That is a dangerous tactic. 

In answer to a question, Mr. Diemand said that since December, 1951, 600,000 
INA shares have been reserved for options. There are 375,000 outstanding, 
leaving 225,000 still available and unassigned. The maximum is 7,500 and that 
is applicable to only one person. This program has worked well and is one of the 
reasons why INA is working so effectively as a team for the stockholders. 

Represented at the gathering were: Bank of New York; Bankers Trust Co.; Brown Bros. 
Harriman; Cartwright, Valleau & Co.; Century Shares Trust; Chase Manhattan; Chemical 
Bank; Clark Dodge & Co.; Franklin Cole & o.; Colonial Management of Boston; Dominick & 
Dominick; Drexel & Co. of Philadelphia; Eaton & Howard Inc. of Boston; Fidelity Philadel- 
Trust Co.; First Boston Corp.; First National Bank of Chicago; First National City & Trust 
Co.; First Pennsylvania Banking & Trust Co.; Girard Trust Corn Exchange Bank; Hanover 
Bank; Janney, Battles & E. W. Clark of Philadelphia, Kidder, Peabody & Co.; Lazard Freres; 
John C. Legg & Co.; Loomis Sayles & Co.; McDonnell & Co.; Mellon National Bank & Trust 
Co.; Mercantile Safe Deposit & Trust Co., Baltimore; Morgan Guaranty; National City Bank 
of Cleveland; John S. Newbold & Co., Philadelphia; New England & Merchants National 
Bank, Boston; Old Colony Trust Co., Boston; Opinion Research Corp., Philadelphia; National 
Bank, Pitcairn Co., Wilmington; Provident Tradesmen’s Bank & Trust Co., Philadelphia; 
Scudder, Stevens & Clark; Shelby Cullom Davis & Co.; Smith Barney & Co.; Standard & 
Poors; State Street Bank & Trust Co., Boston; Tri-Continental Corp., U. S. Steel and Carnegie 
Pension Fund; White, Weld & Co., and Wilmington Trust Co. 

—til— 

Fidelity & Deposit’s investment portfolio at Dec. 31, 1960, included 2,750 
shares of Aetna Casualty, 6,400 Hartford Fire, 6,870 Monumental Life and 2,000 
Travelers. 

Maryland Casualty owned 8,700 shares of Monumental Life. 

Still another twinning of life insurance and mutual funds is Surety Life of 
Salt Lake City and Hamilton Fund Inc. Salesmen of both institutions are being 
cross licensed, but the fund shares and life insurance will be sold separately. 


Honor Miss Gillingham Two New NAIIA Members 


Insurance Women’s Club of Wash- Dennis Insurance Adjusters of Mo- 
ington, D.C., at its February meeting bile, Ala., and the John F. Jaeger ad- 
honored Miss Mildred E. Gillingham, justing company of Concord, Cal., 
formerly with District of Columbia have been admitted to membership 
Rating Bureau and U.S.F.&G. as “in- in National Assn. of Independent In- 
surance woman of the year.” Miss surance Adjusters. 

Gillingham organized the D.C. club — 

nearly 30 years ago and served as its Jack O. Nelsen of the agency bearing 
president in 1940. She has served in his name at Wauwatosa, Wis., has been 
other capacities with both the local elected vice-president and a director 
and national women’s organizations. of Wisconsin State Mutual of Madison. 
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